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The Common Sense of Fashion 


By Mme. Helene Volka 


(Before the National Shoe Styles Conference) 


because an _ authoritative 





HE two strongest 
words we have in 
fashion, and the two 
newest words we have in 
fashion are “fashion” and 
“commonsense.” 

Now we had an extraordi- 
nary development five years 
ago when the ensemble came 
into the department store. 
Up to that time it had been 
regarded as a rich woman’s 
fad and it was opposed, not 
seriously, but it was opposed 


Mme. Helene Volka, fashion authority, 
“walked away” with the preliminary ses- 
sion of the Joint Shoe Style Conference in 
New York this week, when she injected 
her theory of related fashions and gave 
the great shoe industry something to think 
about, and to think about seriously. 
regret that space does not permit us to 
reproduce Mme. Volka’s masterly address 
in its entirety, but we do present its high 
lights for the benefit of those who were 
unable to be present.—THE Epiror. 


We 


house in France had pro- 
jected that idea. That day 
has passed. It is vogue that 
is developed as an idea. The 
reasoning is as clear as crys- 
tal as to why a left-side 
drapery or a change of skirt 
length is coming, or a 
straight back or a_ blouse 
back or any other feature. 
The thing I always miss in 
connection with the shoe 
work is that no such de- 











in those shops at first where 
they catered exclusively to 
the middle classes. In the first year, 
those ideas which the ensemble nur- 
tures brought such strength into 
merchandising that the important 
shops profited tremendously by the 
movement and it became a genuine 
movement. But the second year, all 
of the shops that had dealt with the 
middle classes had suffered and be- 
gan a nation-wide protest. It was 
at that time the hat people were 
greatly distressed because they had 
serious problems of production and 
you have serious problems of pro- 
duction. 

There have always been women of 
great wealth and great common- 
sense in their buying, but when they 
apply common sense to their buying 
the fashions seem somehow to evap- 
orate. They never present the style 
pictures. To bring these extremes 
of ideas together is in my belief the 
basis of the excellent movement that 
has just started under the name of 


style coordination in which I believe 
most of you are rather interested, 
perhaps very particularly interested. 

Style coordination would never 
have been born if the ensemble had 
not precipitated a consciousness of 
smart things in right relation rather 
than expensive things in right re- 
lation. 

We have in the middle class, ex- 
cellent dressing among women of 
limited income because they work on 
fashion ideas. Fashion ideas are an- 
other two words that need a little 
thought, it seems to me. I wonder 
if any of you know how recently the 
word idea has come into fashion in 
that connection. A fashion idea as 
such must bear infinite variation. It 
must apply to many classes of so- 
ciety, it must stand two or three sea- 
sons of development and if you had 
conferences with the makers of 
dresses, you would find that they 
never dreamed of taking an idea 


cision ever bases your de- 
signing or your preparation 
for seasons. You have economic 
pressure, and you have raw ma- 
terial pressure but you have no style 
pressure from the standpoint of re- 
lations to the costume and your shoe 
today is not a shoe. It is an acces- 
sory to a fact and the fact is the 
costume. The one thing I am going 
to try to make clear following this 
analysis is that the costume today 
is rather simple because common 
sense has reduced whims and notions 
and freaks in designing to nil. The 
buyer is an analyst and unless you 
can put your shoe into that class of 
relation with the specific costume 
idea, you are always on the wrong 
side. You are the one who will take 
the needless losses. The great basis 
of calculation is the fabric. 


OW we have two forecasts for 
the forthcoming season which 
will last as forecasts, practical ideas, 
or basic plans up until September. 
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They are the increased ideas of ele- 
gance and the increased ideas of a 
luxurious practicality, a new sports 
idea, and as you come along with 
this sense of luxurious development 
you will find nothing is happening to 
disturb the picture at all. It is all 
coming through increase in quality. 
When we say a development of the 
mode of elegance, we mean fabrics 
not necessarily more expensive, as 
formerly was attributed to an elegant 
period, because we have new fibers, 
the new celenese and rayons coming 
in to give the appearance of ele- 
gance. This is a very modern trend. 
As you work with these two develop- 
ments, you must see that the woman 
who presents the most distinguished 
picture as a woman of elegance is 
not necessarily dressed in expensive 
clothes. The basic materials of the 
world now coming through the new 
fashion idea of fabric make it possi- 
ble for our middle class to exactly 
duplicate the conditions of dress en- 
joyed by the rich woman. 

Now if that is the case, you have 
two developments of shoes to con- 
sider, that is, from a style stand- 
point as we who work on that side 
see it. 

You have to consider that the en- 
semble movement must relate that 
shoe to something else in that cos- 
tume. For the middle class that 
remains a law; for the aristocrat it 
is becoming more an atmosphere, a 
distinction that has a good deal to 
do with price. But when you are 
still dealing with your bulk trade, 
you are thinking of things, not at- 
mosphere, and I would urge all of 
you to think of the purse and the 
belt and the hat in relation and I 
would strongly urge you to accept 
Mr. McKeon’s excellent advice that 
you learn display from the stand- 
point of relations. 


OMEN are tired of going from 
shop to shop and finding diffi- 
culties in matching their colors and 
textures. They are tired of and com- 
plain of it bitterly. They want the 
new idea, they want it beautifully 
expressed. They are willing to pay 
for it, but very few women can put 
the time in New York City, for in- 
stance, which it takes to shop from 
Wanamaker’s to Bendel’s to find a 
purse to match shoes. So you will 
find a house like Saks Fifth Avenue 
specializing on coordinated ideas in 
fashion. There is no reason why 
every shoe window should not edu- 
eate the prospective purchaser to see 
in that window beauty at a price. 
I noticed in a Fifth Avenue win- 
dow a proper classification of proper 





shoes for the football days. There 
are lots of women who haven’t time 
to see them and have them shown to 
them and then examine them, and 
when they do they hardly know what 
they have seen. In that one gaze of 
five minutes, an authoritative display 
became a consciousness of proper 
shoes. If this woman has just come 
in from the country, or her daugh- 
ters, that meant a tremendous sav- 
ing in time. Why can’t that form of 
educational effort continue right 
through with your production ideas? 
I had a most interesting new fab- 
ric shown me recently, this week in 
fact. It comes from Japan. Many 
of you may have seen it. It is a 
woven fabric of a very fine straw, 
not so promising in the hand, but as 
you recognize that from Europe has 
been coming a stream of expensive 
purses in this very fabric, you real- 
ize that the proof of its practicality 
is already made; but what is the use 
of presenting such shoes to a woman 
who finds no purse looks well with 
that? I would like to have that in 
a hat. Soin talking to the man who 
introduced it to America, I begged 
him to consider the hat, the belt, and 
the purse people and do whatever he 
could before he presented it as a shoe 
movement to help the shoe people by 
coordinating the whole idea. He saw 
the common sense of it. It is a 
break to put a novelty shoe on of 
that nature after we have been fully 
working to prevent those breaks. 


HERE is another movement that 
is coming that is vital to all con- 
cerned. It is the peculiar influence 
of a traditional fabric many hun- 
dreds of years old. It is a hand loom 
fabric and an expensive fabric. It 
has always been associated with 
aristocratic taste abroad. It has 
always been expensive and we have 
been slow to adopt it here. In En- 
gland, if a man or a woman owns a 
tweed suit of the finest grade, they 
are fixed for ten years. We used to 
laugh at that but we don’t laugh any 
more. It is coming to America as 
an influence so that we have the most 
costly Irish, Scotch and English 
tweeds ever worn in the country for 
our coats this spring. We have the 
suit people printing those textures 
so they won’t be outside. Then we 
have the linen people presenting a 
new and beautiful linen tweed and 
the cotton people are desperately 
making an effort to get back into 
fashion, printing and weaving 
tweeds. 
Out of this is a significant move- 
ment which comes into town wear. 
This is not for the country club or 
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the country girl in school. It is for 
smart women, practical women and 
the most ordinary phases of dress. 
This will have a far-reaching in- 
fluence. 


F you people can work on expec- 

tation and forecasting as the same 
thing and you can get close enough 
to your fabric groups always to 
know what the coordinations in 
fabric really mean and how closely 
silks and linens must work today and 
how the linens and the cottons are 
trotting right behind them, you will 
have actual forecasting instead of 
the gambling quality of hope or 
surmise or, “Well, what is it? Throw 
it out,” which I somehow have 
often detected at your preliminary 
showings. You weren’t quite sure 
what it was all about. You risked 
beautiful design but you have not 
coordinated because you haven’t had 
anything to coordinate to. 

The length of the skirt is not 
changing for certain usages. If we 
go to the golf links we will have a 
skirt that is near the knee, but when 
we see Miss Elsie De Wolf sitting 
peacefully down as Lady Mendel 
with her skirt above her knees, we 
marvel somewhat. Miss De Wolf is 
the perfect flapper, of course. She 
is sixty years of age, I am told. I 
don’t know, but as the perfect flap- 
per we have had a different concep- 
tion of a knee length skirt. 

I should like to say this: If this 
is the age of common sense applied 
to fashion, the skirt is coming down 
and it is coming slowly and gradu- 
ally, but it will not depreciate its 
smart practicability of line. It is 
not a fashion issue at all. It is a 
personal conviction. There are very 
few women who sit down well with 
the skirt above the knees, but I doubt 
if there are more than ten per cent 
who know it. 

I consider every one of you a lax 
husband if you have. not acquainted 
your wife with the peculiar facts of 
the picture which she presents in 
sitting with bare knees to the world. 
F think there has been a bit of con- 
sumer education neglected right 
there. 

I think it is going to be a season 
of activity on skirt lengths. That is 
about as far as I dare go. I know 
that in evening dresses today we 
have distinction by the uneven liem 
and the lengthened panel and the 
drapery, and a wing and various 
other means. To what extent that is 
art, and to what extent it is the 
chic, I have not yet found out. 
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Men’s Campaign Assured Success 


Announcement Made That Move to Increase Men’s 


Shoe Business Has Gone Over 


HE cooperative campaign to 
double the sales of men’s shoes 
in this country is already an 
assured success. This is the mes- 
sage brought to a recent meeting of 
the Massachusetts Retail Shoe Mer- 
chants’ Association by A. H. Ken- 
yon, head of the Kenyon Co. of Bos- 
ton, which has been retained by the 
National Shoe Retailers’ Association 
to collect the funds and guide the 
campaign. 

Mr. Kenyon said that the early 
field work by advance agents had 
proved that this campaign is an 
assured success. He spoke of the 
good results obtained in Pittsburgh, 
with fifty per cent of its quota sub- 
scribed and only one-tenth of possi- 
ble subscribers called upon. He said 
that the same condition existed in 
Cleveland, in Milwaukee, in Racine, 
in Allentown, and in every place 
that representatives promoting this 
movement have called. 


he has been one of the three or four 
chief executives of the Geo. E. Keith 
Co. That Mr. Burrill has entered 
into this campaign, after his years 
of experience in making and selling 
men’s shoes, is one of the strongest 
arguments that this $4,000,000 cam- 
paign cannot fail. And when such 
men as I. B. Howe, George M. Span- 
gler, A. H. Geuting, James K. Orr, 
Jesse Adler, Kent Chisholm and hun- 
dreds of others have not only sub- 
scribed to the fund but are today 
working actively in this movement, it 
shows that this big amount of money 
will be forthcoming in much less 
time than was at first believed pos- 
sible. 

“We are going to work the Pacific 
Coast soon, and will cover the Middle 
West more thoroughly within a short 
time; and also, within a ‘short time, 
we are going to start out through 
New England. Thomas S. Childs, 





“The campaign tonight is a 
success,” reiterated Mr. Ken- 
yon. “It was commenced only 
eight weeks ago, and practi- 
cally no solicitation for funds 
undertaken until recently. 
Yes, tonight I can report, 
gentlemen, that the campaign 
so far as the retail shoe mer- 
chants are concerned has gone 
over. 

“The retail shoe merchants 
have not only agreed to sub- 
scribe, but they have agreed 
to subscribe in sufficient num- 
bers so that their full quota ” 
will be reached long before 
those in charge of this cam- 
paign had thought possible. 

“We have not as_ yet 
launched our campaign to any 
extent among the manufac- 
turers. This will be started 
on Nov. 1, at the joint con- 
ference in New York of the 
allied trades, at which time 
Ernest C. Burrill will tell the 
manufacturers’ side of the 
story. Mr. Burrill has spent 
20 years of his entire busi- 
hess life in the trade with the 
Geo. E. Keith Co., and during 
the last three or four years 








Ernest A. Burrill 


company. 


merchants forthwith. 


case asudnaneurnnanoptnengersecrecs 


Merchandising Expert to 
Steer Men’s Campaign 
Ernest A. Burrill, for 


twenty years 
Geo. E. Keith Co. 


Kenyon Co., 
Shoe Retailers’ 





with the 
of 
Brockton and recognized 
as one of the foremost 
merchandising authorities 
in the shoe industry, on 
November 1 joined the 
advertising 
counsel for the National 
Associa- 
tion, and will be assigned 
to develop the merchan- 
dising and retailing as- 
pect of the four million 
dollar campaign to increase consumption of 
men’s shoes. 

Mr. Burrill brings to the campaign a wealth 
of merchandising and sales experience from 
his association with the Geo. E. Keith Com- 
pany. For ten years Mr. Burrill held the po- 
sition of manager of credits and sales for that 
In this capacity he developed a 
close contact with retailers all over the coun- 
try, and an intimate knowledge of merchan- 
dising problems. 

Mr. Burrill’s counsel as a merchandiser will 
be immediately available to shoe retailers and 
he will commence educational work among the 
He has a faculty for 
making figures talk and his graphic presen- 
tations of technical yet vital problems will be 
a decided asset in the men’s shoe campaign. 


D. F. Sullivan and Henry Hagan 
have started the ball rolling in New 
England. Already from New Eng- 
land money has begun to come in in 
sufficient quantity to insure the 
complete success of this campaign in 
this section. 


é¢ E have had interesting evi- 
dence of the popularity of 
this movement everywhere. Recent- 
ly, at a meeting of nineteen directors 
of the N. S. R. A., I found that of 
those selling men’s shoes, eleven out 
of fifteen had subscribed their quota. 
We also had a gratifying experience 
in Providence, in F. E. Ballou’s ter- 
ritory, when he himself was the first 
man in the State of Rhode Island to 
subscribe his quota. He further 
called a group of the local retail shoe 
merchants together, and when our 
representatives arrived we received 
three more substantial subscriptions 
in addition to that of Mr. 
Ballou’s. 
“Don’t forget that this 
campaign is now a success. 
Don’t forget that if, as a 
result of this campaign, we 
increase the sale of men’s 
shoes only ten per cent, it 
means an increase in profits 
of $25,000,000 to the shoe in- 
dustry. The retail shoe mer- 
chant, however, is not going 
to carry the major portion of 
this expenditure. After we 
have canvassed the retail shoe 
merchants, we will solicit the 
wholesalers and the manufac- 
turers.” 


N inspirational 

from President A. H. 
Geuting of the N. S. R. A. 
was delivered by Manager 
George M. Spangler. Cal J. 
Mensch, managing director of 
the Middle Atlantic Shoe Re- 
tailers’ Association, and Ma- 
dame Hamilton Jeffries, style 
expert, gave brief addresses, 
Mr. Mensch dwelling on the 
importance of association 
work and Madame Jeffries 
interpreting the style move- 
ments of the day. 
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Getting More Shoes Sold Right 





In Accord for Spring 


HAT an opportunity faces the various 
branches to prepare a spring and summer 
program for a new and better year! 

Make no mistake about it—good taste is increas- 
ing. Style and color arc almost the most impor- 
tant things in business today. Therefore, the com- 
bination of both, with due regard to the artistic 
and the practical, helps to increase pairage—ac- 
ceptance by the public. 

The function of the Joint Styles Conference is 
to look ahead so that by collective effort an indus- 
try can progress. The skill of the tanner and of 
the material manufacturer is of first importance 
in the arts and crafts of footwear. All others in 
the service of supplies are in equal importance in 
the creation of such a diversified product as the 
modern shoe. The orderly process of designing, 
making and merchandising, therefore, are stimu- 
lated by this accord. 

No one store lives by itself alone. No one style 
is made successful by one store alone. No indus- 
try needs the spirit of cooperation more than shoes. 
There is a reason for this. It takes time to tan 
leather and to throw it into the colors that a retail 
industry needs in this fashionable age. It takes 
time to assemble all of the intricate little details 
that make one season’s style different from an- 
other. In the service of supplies that lead up to 
the actual building of shoes there is an equal neces- 
sity of anticipation. 

There have been seasons when style committee 
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reports have not hit every button on the cash regis- 
ter and there will be seasons to come when the 
same thing will happen. 

There will always be style surprises. This does 
not warrant the statement by the super-smart style 
insurgent who says, “I am going to play every- 
thing different from the styles conference report.” 
He can be different now and then and make an in- 
dividual success of it, but over a number of sea- 
sons he stands to make a number of failures. “If 
only 51 per cent of my ventures are right,” said 
Pierpont Morgan, “I stand to make a profit.” 
Everyone who has studied the past styles confer- 
ences knows that the national report has been 
better than 90 per cent right, and two seasons ago 
when blond leathers came in it was 110 per cent 
right if such a percentage could be said to exist. 

There is need for accord in the styling major 
proportion of shoes for spring. If the industry 
as a whole is to make a profit there is need for the 
merchant to have an assurance that the larger per- 
centage of his shoes are good sellers; those on his 
shelves and those on order, for they represent the 
day by day selling numbers in his business. 

No style report has ever put a limitation for a 
full six months ahead on the necessary little extra 
shoes needed to put a sparkle into the windows and 
into the business. 

You will always have surprise demands for other 
materials and other types of shoes. The reason 
for this is very evident when you understand that 
in the garment trades not one foot of material or 
pint of color has been put into early spring gar- 
ments as yet. The garment trades can produce 
new things almost overnight for looms can run 
and dye vats can drip on instant order. It is true 
that shoes can be made up in a fortnight but not 
for an entire industry. It takes time and anticipa- 
tion and many minds working in the same direc- 
tion to start a new season right. That is the su- 
preme function of the National Styles Committee 
and their report appears in this issue. 


Plate Glass Fear 


HE same sort of stage fright that hits an actor 

or a speaker at first performances also affects 
traveling men who are beginners on the road. The 
big store in town has such a frigid looking exterior 
that it frightens them. The hardest task that a 
new’ salesman has is to break through the plate 
glass. 

Once inside the store another sheet of glass, 
figuratively speaking, is pushed in front of him 
before he gets into the proprietor’s office. If the 
salesman can dive through these two buffers, rigid 
as they are in his mind, but transparent to the 
older traveler, he is on a fair road to telling his 
story and making a sale. 

There is another sort of plate glass fear, and 
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this time the merchant has it. He feels that he 
must soften the glass for the public so he puts in 
the window shoes at $2.98, $3.45, and all sorts of 
queer prices. He feels that if he does not tease 
them with price that the customer’s eye cannot 
penetrate the glass with a buying impulse. Frank 
J. Weber indicates that the show window does not 
tell the truth about the shoe business. He says: 

“One of the hurtful things now existing in the 
shoe business is the general public’s attitude and 
viewpoint as to the price of shoes. It is reflected 
by a study of the show windows in almost any 
town in this great country. To study the average 
displays one is led to believe that $5.00 is a stand- 
ard of value for a pair of men’s or women’s shoes. 

“Prices of $1.77, $2.98 and $3.48, etc., are 
creating a condition that existed prior to the war 
period when there were just a few that made any 
money in the shoe business, and many of those who 
were supposed to have made money made it in 
other investments. 

“The law of average is bound to prevail for the 
lower the price per pair, the shorter the profit, 
especially so when figured against the increased 
overhead for doing business these days.” 

Every shoe store, by 
its window, should re- c~ 
flect its grade—to step 
down in the window is 
to fall down inside the 
store. 








Soft Money 
Season 


to us. 


E are approach- 
ing the season of 
“Easy Giving.” Every- 
body with a pet charity, 
a store dance or a for- 
eign relief is asking the 
merchant for money. If 
a man owns his own 
business he is the court 
of last resort and he 
gives because he can- 
not pass the buck fur- 
ther along. In the case 
of chain stores and the 
like advertising and 
charity solicitors pass 
right by. They know 
that the manager in 
charge has “no author- 
ity.” 
This is one season 
when a merchant must 
be careful as to the 


chant. 


(Signed) 
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The ‘Reason Why 


JOHNSTON’S BIG SHOE HOUSE, LTD. 
New Westminster, B. C. 


We have always made good use of the Boor AND 
SHoE REeEcorpeR all the time it has been coming 


We find many items of great benefit on the sub- 
ject of store methods and regulations. 
consider your style talks very beneficial. 
splendid guide in helping us to select styles and 
leathers appropriate to the times. 

Your paper is a valuable asset to any shoe mer- 


Yours very truly, 


WILLIAM B. JOHNSTON. 


Mr. Johnston is a most successful merchant and 
does a big shoe business in British Columbia. 
We are proud to know that he thinks so well of 


We have many goed friends and subscribers 


across the border and they always have something 
good to say about RECORDER service. 
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charities and sundry benefits that he does wish to 
invest in. The good often times suffer with the 
bad. If the local Chamber of Commerce sets a 
standard then it is up te you to abide by it. Inas- 
much as most of these contributions are classified 
as advertising, read what an advertising manager 
has to say in Printers’ Ink: 

“Ever since I’ve heen on this job, up until this 
year, I’ve been pestered, annoyed, hi-jacked and 
black-jacked by a trickling stream of bushwhack- 
ing solicitors for publications of every conceivable 
character and kind—and many which to me were 
inconceivable. Each professed to represent and 
champion some organization, institution, associa- 
tion, creed, principle, cause or belief—churches, 
labor unions, fraternal organizations, religous or- 
ganizations, political organizations, colleges, so- 
cial settlements, manufacturers’ associations, sher- 
iffs’ associations, firemen’s associations, State po- 
lice associations—everything, in fact, capable of 
crganization, with the single exception of the 
Association for Bigger and Better Moonbeams. 

“We are considerable money to the good—money 
which can be used very nicely in legitimate adver- 
tising channels—and I have the keen inward satis- 
faction of knowing that 
we are manly enough 
as a company to stand 
up on our hind legs and 
say “No!” to all and 
sundry brigands who 
come to us in the 
sheep’s clothing of ad- 
vertising solicitors and 
attempt to raid the ad- 
vertising bankroll.” 








Also we 
It is a 


Quota 


Losses 


CTOBER was a 

misplaced Septem- 
ber, and stores that ex- 
pected a volume equal 
. to last year have been 
badly disappointed. It 
wasn’t in the weather 
for stores to reach the 
high peak selling totals 
of last year. 

What folly to push 
special sales in the last 
few days of the month! 
What folly to expect to 
make up by a profit 
next month the losses 
of the month-end sales! 
Better to sit tight. 


President. 
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Make Your Store “Different” 


Location, Plan, Actual Construction and Idea 


of Service All Vitally Important 


By “Helpful Hank” 





“Third—the actual build- 





HE other day a young 
| fellow said to me: 
“Well, I am going to 


start me a shoe store.” 
“What kind of shoe store?” 


I asked. “Oh, just a shoe age stock on hand into the sales. 
store, a regular’ shoe in which stock should be summarized to get the 
store,” he replied. turnover picture. re 
I couldn’t help jumping Dept Stock’ —" 
on him a little bit. Here M H 400 600 
he was going to start a ML 800 1,600 
shoe store, and he had not WH 100 50 
one idea out of the ordi- o > ey ee 800 
i ’ 2,400 
nary. He was going to add WLL 600 1'200 
another store to the al- Total Wos Low 2,000 4,400 
ready thousand and one Total Men’s 
“just shoe stores.” ‘ and Wos. nase 6.650 
“For goodness _ sake, R 300 450 
boy,” I said, “think before s 200 200 
you start. What kind of T 100 200 
H 200 600 


a shoe store? Just another 
shoe store. Just another 
shoe store. What we need 
most is shoe stores that 
are different. Shoe stores 
that offer something new 
in appearance, purpose or 
aims. 

“There are thousands of 
stores that ought to be 
torn down and rebuilt. 
They are all the same in 
front, in windows, in every 
detail. Same shoes on the 
shelves. Same idea in the 


sales. 


heel). 


stock moves. 





Note: MH = Men’s high shoes. 
H = Women’s high. WLH 


Women’s low (low heel). 


Picturing ‘Turnover 


Turnover is a figure which indicates how fast 
It is determined by dividing the aver- 
Here is the way 


Stock keeping requires a constant study of “on 
hand” figures against “sale” figures. 
this sort does not show its real value until at least 
six months of operation. 

Many still make the error of comparing stock on 
hand in dollars ($20,000) with sales in dollars 
($60,000) and call it a three time turnover. 
lars of cost cannot be compared with dollars of 
However, dollars of stock ($20,000) can 
properly be compared with dollars of cost ($40,000), 
showing a two time turnover. 


WLM = Women’s low (medium heel). 


A record of 


ML = Men’s low. 
= Women’s low (high 
WLL= 
C, R, 8, T and H = Various 
accessories and findings, one letter to each kind of mer- 
chandise. 


ing. I hired a builder who 
knew how to build that 


kind of house. He was an 
expert in his line. He 
talked to me for hours be- 
fore he drove a nail. 
“Fourth—the founda- 


_—_ tion. Building anything 
1.5 without a pretty good idea 


Ss. of the foundation is a bad 


5 error. I put the best con- 
-. crete and reinforcements 
2. under my house. 

232 “Fifth—the equipment. 


I thought of the man) 
houses that burn down in 
a year and put all my elec- 
tric wires in solid conduit. 
There will be no sad tale 
of my house burning be- 
cause of defective wiring. 
Same is true of all the lit- 
tle details. 

“Sixth—the garage and 
grounds. Now a _ single 
garage is big enough for 
me, but I thought that the 
next owner might have two 
cars, so I made it a double 
garage with the best kind 
of a concrete flooring. My 
grounds are graded and 
filled in with good top soil 
so that grass and shrubs 
will grow quickly. 


go Pop repos 
o 


Dol- 











owner’s mind. Gosh! 
“Boy, take a look around 
and ask people why some certain 
store is the leading store of the 
town. See for yourself that there 
is a good reason why some particular 
store stands out in a town or city. 


“Now, I have just finished build- 
ing a home. It is a place that stands 
out as differently from all other 
houses in the neighborhood as night 
from day. I built it with the idea 
that it might go on the market some 
day when I am all through living 
in it. - 

“Did I build ‘just another’ house? 
Not on your life. I built a home for 
me and my family and some other 
fellow’s family if he wants it some 
time. First of all let me say to you, 
in talking about this house, that I 
think a man should start a store the 


same way as he starts a house. Here 
is my dope: 

“First—the location. It should be 
placed where it will show to best ad- 
vantage. It should not be sur- 
rounded with bad neighbors. It 
should be located with an eye to 
future development. Will the neigh- 
borhood develop nicely, or go back? 
Think of all that if you are going 
to build or lease on long terms. 

“Second—plan it with care. I had 
an architect who understood build- 
ing the kind of house I wanted. 
We went over my own plans and 
ideas. He got my drift before he 
ever drew a line. He went and looked 
at the site. He made a sketch of the 
lots and the surroundings, the 
slopes, the levels, and all the topog- 
raphy. Then he drew his plan. 





“Seventh—and final, the 
valuation. We will say that this house 
cost me $10,000 to build. I am 
offered a lot more than that for it 
right now. I am not going to say 
how much. I don’t want the tax as- 
sessor to get too many high falutin’ 
ideas about this house. But it is not 
only a fine, livable, homely house, 
but it is a splendid investment. See? 
An investment. 

“Now, son, before you start a 
store get a plan. Get a clearly ‘e- 
fined idea of a new kind of a store. 
Hire a good man to help you plan it 
if you can’t do it alone. Travel 
around and look at a lot of stores. 
Notice that most of them are just 
shoe stores, but that some are more 
than stores. They are institutions, 
and that’s why they succeed.” 


































November 5, 1927 


BOOT AND SHOE RECORDER 











yy 











u 


tarts oul 


cowardypring 




















PRINGTIME was heralded 
by the National Shoe Styles 


Conferences in New York on 
November First before the greatest 
gathering of the stylists of every 
branch of the industry. Significant 
therefore of a new opportunity for 
fashion in footwear was this remark- 
able meeting. 

Vindicated is the theory that style 
is a co-ordination of fashion ideas 
in all garmentry—not the shoe alone 
but the shoe as an important part 
of the apparel mode. 

Now the trend goes southward 
for the first footwear of a new and 
better year 


1928 
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Great Forward Movement Starts 


Style in Footwear for Women, Men and Children 
Receives Great Impetus; Highlights of 


National Styles Committees Report 


OVEMBER 1, one of the hottest days 

of the fall topsy-turvy season, saw 

the National Shoe Styles Conference 
start a great forward movement of common 
sense in fashion before four hundred and 
twenty shoe, leather and alliedtradesmen. The 
previous day was one of preparation by the 
styles committees of the National Shoe Re- 
tailers Association. The preliminary work 
was one of details of style platform making, 
while the final session was highlighted by 
garment style trends and national ©. K. upon 
the first draft of the styles report for spring 
and summer, 1928. 


After E. C. Orr, chairman of the N. 5S. 
Rk. A., opened the general meeting, John 
C. McKeon became the conference chairman. <A. H. 


Geuting spoke first and the highlight of his talk was: 

“We are the people who are supplying the people of 
the United States with footwear. It is our leadership 
on which those people depend. We are not fighting with 
each other, or shouldn't. There is no quarrel or should 
be none between a retailer and a manufacturer, or a 
manufacturer and a tanner. 

“We have just one common purpose. 
family to do one job and, unless we coordinate that job 
and unless we work hand in hand and unless we do 
teamwork, we are not going to do that job well, and it 
is our business to see that the American people are well 
dressed, are well shod, and the only way we can do that 
is by coordinating our abilities and by working hand in 


We are one 


hand for one common purpose.” 

The next speaker, Miss Pauline Desha, said: 

“IT can give you one opinion and you may take it for 
what it is worth. Personally, I think we are coming 
into a white cycle. This opinion is 
based upon my contacts in Paris and 
upon the trend in the fabric situation 
here. The silk people generally are pre- 
paring for white—then, too, it’s due, 





for some time has elapsed since white was 
| the outstanding costume for summer. 
“This spring promises a wide revival of 
| the tailored mode. By that I mean the clas- 
sical tailored suit, which would also indicate 
| the demand for the utility shoe with the 
| moderate straight heel. 
| “In direct contrast to this, the renaissance 
of elegance which has been upon us for 
some time will find its expression in ex- 
tremely feminine clothes. This will call for 
the afternoon slipper of great delicacy, and 
will allow the shoe designer an opportunity 
of expressing great variety in both design 


and trimming.’ 

Madame Hamilton Jeffries, the shoe in- 
dustry’s own style authority, said in part: 

“Suedes will keep right through into spring and sonx 
of our very wonderful designers are taking the whit 
suede and banding it in deep shades of strawberry and 
green, making this the accent for the costume, not the 
white shoe alone, but these lovely complementing ac- 
cents. Caramel, another shade which has been worked 
so successfully for the advance costume, will comple- 
ment any of these beiges, if you get the right stocking. 
The stocking is very important. I might say that the 
shades of Cinnabar and Mecca, which have been brought 
out this year, that have that bronzy tint, complement an) 
of the brown family of suedes and look very well with 
most of the brown costumes. With the lighter hosiery 
you have to be a little careful sometimes, on account oi 
the lavender or yellow casts.” 

Mrs. Margaret Hayden Rorke, color card authorit) 
for the industries, said in highlight: 

“For the spring, I emphasize beiges, beiges, and in 
three classifications: Naturally, very naturally, beiges. 
grayish in tone, called natural ‘Graige’ in the French 
which means, you know, ‘string,’ and it also has the in 
terpretation of meaning the natural cocoon, the silk be 


fore it is thrown. Then, beiges of yellowish character 
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not too yellow, but sufficiently yellow to make them dis- 
tinctive; third, beiges of rose cast. 

“You have those three distinctive beiges, and around 
those beiges the entire scheme of color for spring will 


revolve. Every color must blend with beige. When 
you use a contrast, it must blend with beige. It must 


either be in the scale of gamut of beige, which, of 
course, is brown, because your beiges are your light 
register of brown, but other contrasting colors must 
blend harmoniously with beige to be correct. There is 
your beige picture. 

“Your Color Committee has picked three beiges. It 
has picked your natural tone, which you call White Jade. 


That fits in with your natural beige costume. It has 
picked your yellow tone of beige, which it calls ‘honey 
beige,’ to fit in with your yellow tones of beige. It has 
picked another version of rose blush, No. 2, to fit in 


with your rose tone of beige. 

“While I am on the question of white jade, just let 
me transgress for a moment. I understand that only the 
other day there was a little misunderstanding about the 
selection of white jade—lI shouldn't say the selection of 
it, but I should say the method by which or the reason 
why it should be promoted. It is not a substitute for 
white, that is to say, to take the place of white exclu- 
sively, but it is a substitute for white when it is wanted 
substitute. Do I make myself 
White is coming up on the horizon 


to be a thoroughly 
clear ? 
as a smart fashion note, more this year 
than it has been for several years, but the 
all-white picture in the costume is not it as 
yet. White and color subtly combined is 
the keynote. 

“That means that white shoes with a very 
discreet and delicate touch of color to blend 
with white and color in the costume will be 
very chic, but there are certain locations in 
this country where you will have all-white 
shoes. You will have them perhaps every- 
where, if it is the correct thing to use; if 
the woman wishes to be dressed all in white 
with an all-white shoe, she will take advan- 


tage. of the all-white shoe and use it in the 
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proper place. So that we have a distinct feeling for the 
white shoe to come back again.” 

Frazier Moftatt, for the tanners, said: 

“There is no leather in the world equal to what is 
now being produced by our American leather tanners. 
[ would like to plead specifically for all leathers, that 
this should not be any more a kid year than a calf year, 
or a patent leather than something else. If that situa- 
tion develops, you are liable to run us into a very serious 
raw material condition, so diversify.” 

John C, 
point in the meeting, saw fit to explain: 


Mckeon, the inimitable chairman, at one 

“The idea in preparing the colors for spring was to 
stimulate color consciousness, and, in order to do that, 
we tried to introduce some new colors of the ‘springy’ 
and ‘summery’ type, and at the time we made no attempt 
to give them names. It just happens that the highest of 
these colors was listed as ‘white jade,’ which has no bear 
ing whatever on the white problem, nor is it intended to 
Neither 


has ever appeared on the color card, and if the im- 


bea substitute for white. white nor black 
pression prevails anywhere that it was the intent of the 
Color Committee in any way to step on white or to con- 
demn it, the impression is wrong. We must all believe 
in white just as we believe in a reasonable proportion of 


black. 


where are 


We have to have classics and staples, otherwise 
we coming to in the commercial viewpoint, 
the maintenance of profit and volume?” 
Many other high lights we reserve for next 
week’s issue of the Boot AND Snore Ri 
CORDER, Including the masterly presentation 
of men’s styles and markets by Jesse Adler 
and [rnest A. Burrell. 

The background supplied by the talks on 
color and fashion at the morning session of 
the conference, aided materially when the 
work of drafting a style program for the 
first six months of 1928 was taken up in the 
afternoon. The new season program, which 


we present on the following 


pages, is 
more specific and informative than any yet 
style con- 


produced as a result of the 


ferences. 





Margaret Hayden 
Rorke’s 
Color 
Decalogue 


not a reason for being. 


Don’t exploit a 
season. 


Don’t kill a color before 
born. 


Don’t promote a color that has 
color out 


Don’t push a color prematurely. 


Don’t mix your colors indiscrim- 
inately. 

oa Don’t use color inappropriately. 
Don’t be afraid of color. 

Don’t make black a fetish. 
Don’t get a color complex. 

is Don’t neglect to teach your sales 
force color. 
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Types for General Use—Street, 
Shopping, Town, Country 
PATTERNS— 
Lighter and styleful strap effects. 

2. Open type oxford effects. 

3. Oxfords. 
HEELS—10/8 to 15/8. 
MATERIALS 

1. Brown calf and kid. 

2. Black kid and calf. 

3. Reptilian leathers. 

Patent leather. 
Suéde leathers. 
For April, May and June. 
1. Brown and black leathers. 





Women’s Styles for Spring and Summer 


Service, 


For January, February and March: 


Rose blush to honey-heige shades as the season 


progresses. 


Patent leather. 
White leathers. 
. Some gray. 


Types for Dressy and Informal Wear 
PATTERNS— 
1. Light strap effects. 

2. Pumps, trimmed and plain. 
3. Low cut step-ins. 
4. Airy tie effects. 


Sandal types from 12/8 Cuban to 18/8 Louis 
heels will be shown for April, May and June 


selling. ) 


LASTS—Present types. 

HEELS—14/8 to 18/8—the type of shoe to determine 
the shape and type of heel. 

MATERIALS—For January, February and March: 


Patent leather. 
Darker shades from color card—Stroller tan, 


marron glace, rose blush No. 2 and honey- 


beige. 


Black leathers. 
. Black satin. 
Some gray leathers. 

(Reptilians to be considered in higher 
Reptilians, suéde and smooth 
leathers will be used in contrasting 
trends. ) 


grades. 
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MATERIALS—For April, May and June: 
1. Colored kids, starting with rose blush No. 2, 
honey-beige, lightening to white jade as th: 







season progresses. 






2. Patent leather. 






3. White shoes in season. 
( Pastel shades of leather considered. Special, 
materials, such as braided leathers, art linets 






and straw, will figure during the white sea- 


son. ) 





Types for Evening Wear 





PATTERNS— 
1. Straps. 






2. Pumps. 






LASTS—Present types. 







HEELS—16/8 and up. 







MATERIALS— 


1. Silver and gold kid and bullion brocades. 





2. Black satin. 
(Novelties in leathers and fabrics and white 
satin for tinting will be shown. Plain effects 








in evening slippers, plain and novelty ma 





terials will be in demand and will be sold 
with novel forms of trimmings, either 


buckles, side ornaments or spans. ) 






Types for Sports W ear 





PATTERNS— 
1. Straps with side or center buckle or butto 
2. Tie effects. 
3. Oxfords. 


LASTS—Present type. 





HEELS—7/8 to 12/8. 
MATERIALS— 
1. Tan leathers and smoked elk in combination 


2. White with colored trim. 
| Reptilian strong for trimming. ] 
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Men’s Styles for Spring and Summer 


Shoes for General Wear 


Oxfords predominating. 


TYPES 


LASTS—Brogues (or medium toes), broad toes, French 


and custom. <A decided tendency toward toe-spring 


in all types. Custom last getting stronger. 

COLORS—Medium shades of tan, also shades of brown 
Black and patent. 

LEATHERS 
kidskins. 

HikELS—Leather and rubber; 7/8 and 8/8, depending 


Calfskins. smooth and boarded; and 


on type of last. 


Shoes for Informal Evening Wear With Dark 


Sack Suits 
rY PES—Ox fords ; tip-toes. 
iASTS—Tendency toward narrower toes. 
LEATHERS—Black calf and patent leather (lighter 
and neater types). 
HEELS 


leather and rubber. 


Juvenile Styles for 


For School W ear 


PATTERNS—Misses (sizes 2% to 8): Ties, oxford, 
straps and gore effects. 

PATTERNS 
children: Oxford and straps. 

LEATHERS 


boarded leathers. Patent and the newer novelties. 


Junior misses (sizes 11% to 2) and 


Misses (sizes 2% to 8): Smooth and 


LEATHERS—Junior misses (sizes 111% to 2) and chil 


dren: Elks, smooth and grain leathers. 


For Sport and Play 
PATTERNS 


effects and sandals. 


Moccasins; shield tips, plain toes, brogue 


Ik, grains, tan, smokes. 


For Dress Occasions 

Junior misses (sizes 11% to 2) and chil- 

dren’s: Straps, ties and step-in gore pumps. 

Misses (sizes 2% to 8): Straps, ties, step-in gore 
effects and pumps. 

Patents (see color card for few nov 

elty leathers). 

Junior boys (sizes up to 2); boys (sizes 2% and 


Shoes for Evening Dress W ear 
TYPES 
LASTS—Medium and custom. 
LEATHERS—Daull blacks and 

patent for full dress. 


Lightweight plain toe oxfords and pumps. 


patent for Tuxedo; 


Note 


I:very indication points toward a big sport season, 
with black and white, tan and white and two-tone tan 
combinations with rubber and leather soles. (Spike sole 
shoes will be in evidence for golf. ) 

Daytime shoes in both black and tans for business and 
street wear should have plenty of detail, including 
wing tips, fancy stitchings, perforations, and so forth. 
Both lace and blucher oxfords will be in evidence. 

lor early spring there will be a demand for oxfords 
with lighter construction and smooth leathers: while for 
summer wear the extreme lightweight oxford will be 


more popular than ever 


Spring and Summer 


up). Follow the trend of men’s shoes, with plenty 


of sport effects in leathers, lasts and patterns 


Important Juvenile Classifications 
The Committee has adopted the following designation 
for juvenile styles: 
Children’s: Sizes up to 11. 


Misses : 


) 


Junior Misses: Sizes 11% to 2; Sizes 21% to 


8; Junior Boys: Sizes up to Boys: Sizes 24% 


and up. 
These new designations prevent the former confusing 
Misses and Growing Girls and Little 
Men, Little Gents and Youths 


designations of 
This change has been 
inade in recognition of the factor of style which has 
so largely entered into the creation of shoes for Girls 
and Boys. The terms create a better juvenile acceptance 
of stylish footwear. 

The new style element in juvenile shoes has stimulated 
greater interest, has increased pairage and has made 


service for children a real opportunity 


for profit and prestige. Juvenile de y) ww 
partments naturally have shown re- 
newed zeal in getting more children’s 


shoes sold right. 
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First Style Showings For Spring 


Exclusive Custom Models for Palm Beach and Southern Selection 


4 
| 


O one spot in America has a more brilliant as- 
semblage of fashionably dressed society women 
than Florida in mid-winter. The same might 

be said of Hollywood, if a similar spot were to be 


picked on the Pacific Coast. 


Leadership in fashion has swung back to the old 
order of things. No longer is a style made nationally 
popular by the advance prediction of shoes for the 
masses. That little distinctive, and exclusive group 
“in the classes” have captured again style leadership. 
This has come about as a natural consequence of the 
return of beauty and good taste with simplicity in foot- 
wear. 


Line and material are of much greater importance in 
high-class footwear, because of the careful selection 
of fashionable people. Dress makers, especially whose 
clientele is exclusively drawn from the wives and 
daughters of millionaires, or those who spend like mil- 
lionaires, are going the limit on summerish colors and 

effects. They encourage extremes for the Palm 

Beach style movement to stimulate similar action 

on the part of their rich patrons, so that later 

these things can be tempered down materially. 
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We illustrate sixteen shoes, every one of which 
is a custom creation. The sketches are just as 
they were made in submitting them to custom 
shoe maker’s wealthy patrons. First the sketch 
is submitted, and then materials and colors are 
arranged, and when it comes to molding the shoes 
over the last, the exclusive thoughts on footwear 
are ready for women of fashion to wear at Palm 


Beach. 


The surprising thing to note in these shoes is 
the courage to use colors. Some very vivid reds 
and greens, and some very handsome blendings 
of browns, six different shades, are to be noticed 
in some of the petal formations. These are excep- 
tionally well selected for the accent of color in 
footwear. This is a very important note, because 
the courage to use color in the costume has in the 
past meant subduing color effects in shoes. Now 
with more experience in the use of distinctive 


colors the trend is to extremes. 


We illustrate four pump types, showing blue 
kid with scalloped edges, a shell gray, high throat 
pump with two fixed eyelets, a novelty twist to the 
heel, fabric coming up over the shoe, and a fancy 
collar effect over caramel suede. The step-in 
types give opportunity for suede and lustre leath- 
ers. Then, waist and ankle bands with new 
treatments appear in five shoes with lizard as 
trimmings and new front effects. Naturally the 


oxford type for walking purposes gives an op- 


portunity for the last five extreme novelties. 


Everything must be trim 
and trig in dr Smart 
ness seems to be related to 
tightness. Instead of dresses 
being covered with orna- 
mentation, there is oppor- 
tunity for elaboration in 
footwear and millinery in- 
stead, 


Lines are the important 

thing in dresses, and the use 

of diagonals, plaits and sim- 

ple effects in a variety of 

tones of the same color, is 

an outstanding feature for 
Spring 
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Official Colors for Spring and Summer, 1925 


White Jade Marron-Glace 


contrasting shade. 


UIDE to color se- Honey-Beige Shell Gray : 
lections to harmon- Rose Blush No. 2 is a 
ize correctly with dress Rose Blush No. 2 Plaza Gray new version of the original 

colors have been judged, accord- Stroller Tan and popular Rose Blush of last 
ing to Eugene Franklin Pierce, summer. It is offered as a comple- 
Color Expert for the Boor AND SHOE Gey? ment to the pinkish beige costume. 
RECORDER. That .rich medium brown with a very 
Seven shoe colors have been chosen by the allied faint rosy undertone called Marron-Glacé has been 
shoe and leather associations in cooperation with the chosen for shoes, and will harmonize with any ol 
Textile Color Card Association, for the spring and the new spring browns, or contrast with the beiges. 
summer seasons of 1928. They are: Two grays, Shell Gray and Plaza Gray, a light 
and medium respectively, are repeated as the best 


White Jade—a pale, cloudy shade, neither beige 
It is the exact shade of the rare imperial 
It is especially adapted for 


nor gray. shades to fill the need for gray shoes. 
Stroller Tan, a rich gold-brown, so well estab 


white jade of China. 
lished as a staple, has been repeated. 





Palm Beach and other winter resort wear, and as 
a mid-summer shade. Selections of these colors were made after a most 
a light beige of honey cast, chosen careful study of the indicated trend in evening 


Honey-Beige 


to blend with the yellow-toned beiges, or as a soft costumes, day-time dresses and sport costumes. 
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he 
POINT OF SATURATION? 


We of the shoe industry have been hearing a great 
deal during the past few years regarding the point of 
saturation in shoe consumption. It has been said that 
men and women are buying all the shoes they need and 
that so long as sharp competition within the industry 
continues, consistent profits are not to be looked for. 

Three years ago a warning was sounded that the 
point of saturation had been reached in the automobile 
industry. Wall Street reacted to this theory. Auto- 
mobile production and consumption, however, have 
shown a steady increase since that time. A year ago a 
campaign was started to sell two cars to a family. Now 
the automobile manufacturers know just how many 
families in this great and prosperous country of ours 
can afford three automobiles, and their 1928 publicity 
campaign is being planned to accomplish a still higher 
average per family. 





THE POINT OF SATURATION IN THE SHOE INDUSTRY 
DEPENDS SOLELY ON THE MERCHANDISING ABILITY 
OF MANUFACTURER AND RETAILER 


f 




















LE OOL_OO—_LOOTI—~ 


Three hundred and twenty million 
pairs of shoes has been set as our nor- 
mal production. Just as long as we be- 
lieve this, that will be our point of 
saturation. It is a far easier task to in- 
crease the per capita consumption of 
shoes than it is to increase the per 
family purchase of automobiles. 


But shoe manufacturers and retail 


shoe merchants must approach the 


merchandising skill of the automobile 
industry if the point of public accept- 
ance is to be extended up to and beyond 
the bounds of present capacity. Never 


in the history of our industry has there 
been such a marvelous opportunity for 
consumption-expansion as today. <A 
successful outcome is dependent en- 
tirely upon the merchandising ability 
of the industry. There has been no 
justification for the accepted theory 
that the American public will not con- 
sume more than three pairs of shoes 
per person per year. 

Let us not be Aide-bound or pair- 
bound by a specious theory which has 
come to be accepted by uneconomic 
minds as the saturation point in the 
shoe industry. 


> oe ee 


President 
Boot & Shoe Recorder 
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HERE IS CLEAN-CUT 
shoemaking in Hooley Turns. 
“—~ Our custome:s have 
learned to expect 
this in every pair. 


Ww. 






Cp 


Turns of Distinction 





For Hooley 


HOOLEY SHOE CO. 
LYNN, MASS. 
New York Office 


Marbridge Bidg., Rooms 854, 856 
47 W. 34th St. 
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is more insistent upon the quality 
which goes into his Shipping Cases 
than any customer can 
be concerning the 
quality which comes 
— out of them. 
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Our finger is on the fashion pulse of Paris. into the mode Americaine. Style co-ordina- 
We see the legionnaire and his sweetheart _ tion beginning in our Paris Bureau, translates 
walking in the Bois, and sense the renewed the bizarre into the practical, for the profit 
importance of putting the Parisienne chic and prestige of the American Shoe Industry. 





‘CONAWAY-WINTER-OCHS, Inc., 226-822 


ibe 





134 SUMMER STREET BOSTON, MASS. 
PARIS VIENNA LONDON BROOKLYN ST.LOUIS CHICAGO 























“Diamond ‘Brand Visible Fast 
Color Eyelets preserve the smooth 
Style lines of the upper and pro- 
mote easy lacing. They retain 
their original finish indefinitely 
and aftually outwear the shoe. 
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@ ur unprecedented demand for novelty footwear 
has brought the zmitation stitch Diamond Brand Visible 
Fast Color Eyelet into unusual prominence. 


Look for the “Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MAss. 
Manufaturers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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SHOW 


NOV. 28, 29, 30, DEC.1,1927- HOTEL STATILER 


A HE Fourth Annual Pageant of Foot- 
wear Fashions, November 28, 29, 30 


and December 1, is being sponsored by the 
St. Louis Shoe Manufacturers and Whole- 
salers Association. 


It will be held at the Hotel Statler and will 
consist of an elaborate runway Style Show 
of Spring Footwear Styles and complete 
displays of over three hundred of America’s 
leading shoe lines. 


IS1V.LOUIS 


THE WORLD’S SHOE STYLE CENTER 
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““NAPITOL?” leads in the creation of STYLE HITS 
that sell in volume. You will find in our “Spring” 
line, new creations that will equal or excel our “style hits” 


of past seasons. See them at the ST. LOUIS PAGEANT 
OF FOOTWEAR FASHIONS, Hotel Statler, November 
if 28-29-30, December 1st—Main display room 218. 
Remember—Milady now knows that— 


“Capitol Styles Complete the Costume” 


CAPITOL SHOEMAKERS, Inc. 


t2th & RUSSELL BLVDS. ST. LOUIS, MO- 
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Getting an Eyeful 
at St. Louis 


Stage Is Being Set for Biggest and Best 


Footwear Show 


ITH the St. Louis Pageant 
of Footwear Fashions, Nov. 
28, 29, 30 and Dec. 1, less 


than a month away, every detail for 
making the show a success has been 
completed. Reports of all commit- 
tees at a meeting of the association 
this- week indicated a far superior 
show than any of the past perform- 
ances. 

Howard V. Stephens, chairman of 
the entertainment committee, an- 
nounced the engaging of a group of 
dancing girls whose recent appear- 
ance in the Greenwich Village Fol- 
lies was one of the unique attrac- 
tions of the show—beautiful girls, 
sprightly and lithesome, with a syn- 
copated rhythm that promises for 
those attending the pageant a danc- 
ing spectacle of unusual brilliance. 

The mannequins have been re- 
hearsed to perfection by Major 
Levy, director of the models. The 
presentation of footwear by each 
model will be original and distinc- 
tive, arranged in such manner that 
merchants may accurately judge the 
fitting qualities of each shoe on the 
runway. 

The work of costuming the models 
has started, with the cooperation of 


Of the 26 girls 
who will appear on 
the St. Louis run- 
way, 5 are per- 
fect blondes, 3 have 
red _hair, 14 are 
dark enough to fall 
into the brunette 
class, and 4 boast 
of jet black hair. 
Four of the girls 
have long tresses 
and 22 are pre- 
pared to let their 
hair grow long. 


For the gentlemen who 
prefer them, here are two 
blondes who will model 
shoes at the St. 

Pageant 


Louis 


the entire garment market, who 
have proffered their best spring 
styles for the occasion. Similar aid 
has been given by the large whole- 
sale millinery houses. 


This complete fashion presenta- 
tion will be most valuable to every 
shoe merchant, as it will equip him 
with important style knowledge 
essential in these days of swift and 
successful shoe merchandising. 

While the manufacturers’ associa- 
tion has been exerting every ounce 
of energy in rushing the work of the 
pageant, similar activity has invaded 
every shoe manufacturer in the as- 
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sociation. The style departments 
have been busy with trials and pull- 
overs. Style scouts have been out 
and returned with opinions from 
every corner of the United States 
regarding the style situation. The 
trend is being molded and the ar- 
rival of the pageant will find a 
definite style development as the re- 
sult of much careful study and 
thought. D. W. Martin, president 
of the association, said as follows re- 
garding the style situation: 

“The St. Louis Shoe Manufac- 
turers and Wholesalers’ Association 
will present at their fourth annual 

[CONTINUED ON PAGE 87] 


Among them are 
several who ap- 
peared as contest- 
ants at this year’s 
Bathing Beauty 
Contest at Atlantic 
City. One of them 
has been dubbed 
“Miss Cinderella,” 
having won the 
title in a St. Louis 
iewspaper’s per- 
fect-foot contest 
from a field of 
more than 5000 
entries 
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_ OOOO 
—and they sure do fit the foot ~” 


Says the manager of a big New York store --- 


Here is one of the many 
letters we have received 
from merchants who know 


the merits of Arch Maker 
Shoes. 























“ARCH MAKER” shoes are ‘made in many beautiful patterns—all up to 
the “Star Brand” standard. 


Our salesman will be glad to show you or an illustrated folder will be sent 
on request. 





_ “Star Brand.Shoes Are Better” 


- +. 


ROBERTS,JOHNSONSRAND 











Branch of international Shoe 





ST. LOUIS, U. S.A, 
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Come to St. Louis’ 


FOURTH ANNUAL 
Pageant 
of 2 
Footwear Fashions 


Novernber 28-29 and 30 
and December Ist, 1927 














HOTEL STATLER 








VISIT OUR EXHIBIT AND SEE OUR 
pee AL OF QUICK-MOVING STYLES 


mee 


“FRIEDMAN. “SHELBY BRANCH 


INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 
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PARAMOUNT SAV-HOSE 


for Pumps, Dancing slippers and all Oxfords 


Ophis item 1s in demand and will 
sell if prominently displayed 


Every Gustomer Needs One. 
ASK THEM 





Put ub one dozen On an attractive Display Card 
#125 Per Doz. 


Discount 5%-% Gro. |O7%- | Gro. 


Originators and._Manufacturers of 
LYONS HOSE PROTECTOR 
LYONS COMBINATION H.P. H.R. 
DR.LYONS METATARSAL PAD 
chimes an HOSE SAVER 

LYONS HEEL CUSHION 


Send for Jamples 


Migeate Shem 


Don't accept Cheap Substitutes-Insist on Lyons | 
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HOE PROIECIOR Co. 














H, 


The 


In fa 
ance, 
only . 


Hund 
cause 
them ( 





November 5, 1927 BOOT AND SHOE RECORDER 























Inside of Spat with 
Inside of Spat with fastener closed. 
fastener open. 









































Pat. applied for 


The outside of Spat looks like the regular button Spat (see 
left foot above.) 


New “STANDARD” SPAT 


Fitted with the HOOKLESS FASTENER 
On and Off in a Jiffy 


| I convenience. (ne stroke—and it’s on. Another 
ERE it is—a “buttonless” Spat. and it’s off. 


The buttons are there—but for appearance only. The Fastener is sturdy—rustproof; works easily and 


In fact, this new Spat is exactly the same—in appear- always. 


ance, design, materials, etc.—as the regular Spat. The The Spat, made by Rauh—-America’s largest manu 
only difference is the Fastener. facturer of Spats—that is all you need to know about 
materials, fit and quality. 





Hundreds of men who have hesitated to use Spats be- 
cause of the trouble of putting them on and taking We advise quick action on your part. l’hone, write 
them off will buy this new Spat. It will prove a great or wire for a representative to show you this new Spat. 


S. RAUH & COMPANY, 310-318 SIXTH AVE., NEW YORK 
(x 
0 4 
) 
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Eliminating Pin Cushions 



















Women who object to the pin 
cushion instep effect experienced 
in many oxfords of the open throat 
type, will like the fit of our Mercedes 
pattern. 












While the tie is of the tongueless 
variety, the opening at the throat is 
small, with the lower eyelets placed 
so that the lacing eliminates any 
bulge at the throat. 



















This oxford is built over our 509 
combination last. It has a refined 











medium toe, a snug fitting arch, Ber 

instep and heel, and a very com- _ 

fortable fitting forepart. Carries a on 

16/8 full breasted covered Louis am 

heel. in 

IN STOCK The pattern is of the quarter over F, 

type, and gives the foot a charm- foes 

MERCEDES ingly trim effect. dy 

Style B1968—Patent Leather 
B1969—Black Glazed Kid A run of sizes in this pattern will 
prove a good investment for its 
Widths AAAA to EEE smartness will appeal to your “‘style”’ 
Sizes 1 to 11 customer; its comfort and fit to your 
Price $6.00 most particular “‘corrective’’ cus- 
tomer. 





Sizes 9% and 10, 50c per pair extra 
10% and 11, 75¢ per pair extra We have a goodly supply of both 
numbers on the floor. Your order 


will be filled the day we receive it. 








37 Canal St., Rochester, N.Y. 


Chicago Office: 189 W. Madison St. 
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Who's Who on the Road 


Their Customers Stocks Are in Condition for Ready Sales 


E. BELOW, well known to the re- 

e tail shoe merchants in Wisconsin, 

having covered that section of the coun- 

try for the past fifteen years, now 

represents Harsh & Chapline in the 

“Badger State,” succeeding V 
Kramer. 


UFORD Mc- 

W HIRTER, 
one of the past 
presidents of the 
N. S. A., who 
represents the 
Interstate Shoe 
Co. in the South- 
west, has moved 
from his former 
headquarters in 
the Hotel Mis- 
souri, St. Louis, 
to San Antonio, 
Tex., so that he 
may be more 
closely in touch with his many friend- 
customers in his territory. 


ERBERT M. PULKER, known to 

all the trade in his territory as 
Bert Pulker, for many years repre- 
senting Howard & Foster of Brockton 
in the Northwest, now represents Field 
Bros. & Gross Co. of Auburn, Me., in 
Chicago and the West. Mr. Pulker is 
a member of the Chicago Shoe Travel- 
ers’ Association, and has headquarters 
in Chicago. 


L. KINGSOLVER, who formerly 

« represented Endicott-Johnson Cor- 

poration for the past ten years, now 

represents Harsh & Chapline Shoe Co. 
in Detroit and vicinity. 


Buford McWhirter 


MONG the boys 

on the Pacific 
Coast representing 
Eastern shoe man- 
ufacturers is 
Frank D. Mullin, 
with sample room 
at 549 Pacific 
Building, San 
Francisco. Mr. 
Mullin makes 
trans - continental 
trips once a year 
to visit the Cross- 
ett factory. Among 
“his neighbors,” 
representing New England houses are: 
John F, Reedy, who sells the I. Miller 
and Rickard lines, with headquarters 
at 637 Pacific Building; Sid Minster, 
representing A. J. Bates Co., with 
salesroom at 422 Pacific Building; 
Frank M. Baker, representing E. T. 
Wright & Co., Inc., 422 Pacific Build- 
ing; Edwin H. Snow, representing The 
Forbush Shoe Co., 422 Pacific Build- 
ing; Will McLaren, representing Rice 
& Hutchins, Inc.. with sample room at 
436 Pacific Building; Walter S. Over- 
ton, representing the A. J. Sweet Co., 
422 Pacific Building. 


Frank D. Mullin 


By HELEN M. HANEY 


FR LARKIN, a member of the 
Freeman Shoe Mfg. Co. of Beloit, 
a regional director of the National Shoe 
Travelers’ Association, and a_ past 
president of the Wisconsin association, 
has been put forth as a candidate for 
vice-president of the national associa- 
tion for the ensuing year. Mr. Larkin 
has been one of the most active workers 
in the Wisconsin group and the travel- 
ers here feel that he should have recog- 
nition for the work he has done, both 
in the State and in his national posi- 
tion. Nominations for officers for the 
new fiscal year of the association will 
be received at the next meeting of the 
association, to be held on November 19. 





SELL ENOUGH SIZES AND 
STYLES 


By Henry C. Cook, President of 
N. B. & 8S. M. A., to his salesmen in 
Nettleton Table Talk 

I am confident that within a 
very few weeks we are going to 
experience a very rapid growth 
in retail sales and we look for- 
ward with a great deal of op- 
timism to a splendid volume for 
the rest of the year. 

Your big job then, is to get 
your retailers’ stocks in condition 
to make ready sales. No store 
can hope to operate profitably 
without sufficient styles and sizes 
at its command, and it is squarely 
up to you to see that each retailer 
is prepared to profit—without 
loss of sales through inadequate 
stocks. 











ORMAN MACDONALD, who rep- 

resents Dodge Bros. of Newbury- 
port, Mass., in the Southland, returned 
to Boston recently from a trip through 
that territory for new samples. He 
will be on the road again about Nov. 10 
and will travel in Dixie until about 
Christmas time, when he will return 
north again to spend the great holiday 
at home. 


ALLY WEIL of New York has re- 

cently become affiliated with the 
Rickard Shoe Co., and will cover Phila- 
delphia, Baltimore, Washington, Pitts- 
burgh, Cincinnati and Toledo, among 
other big cities, with Truwalks and the 
high-style lines of this house: Mr. 
Weil is a member of the well-known 
Weil family, connected for a great 
many years with Brooklyn’s fine shoe- 
making. He knows about shoes for the 
fair sex, not only by training but by 
heredity. 


RANK H. YOUNG, representing 
the Pontiac Shoe Co. in San Fran- 
cisco territory, died suddenly at the 
Stewart Hotel, in that city, recently. 
Mr. Young was thirty-three years of 


age. 


HARLIE SCRUGGS, of Chicago, 
who represents the Interstate 
Shoe Co., in addition to calling on the 
trade of the big Illinois city, is now in 
charge of the St. Louis office of Inter- 
state. Mr. Scruggs will cover Missouri, 
Illinois, Wisconsin, Minnesota, Iowa 
and Nebraska. 


ARRY W. 

MODLIN, 
who has been in 
charge of the 
Chicago office of 
the Interstate 
Shoe Co., has had 
Michigan _ terri- 
tory added to his 
list of rounds of 
the trade. He 
has, in past 
years, covered 
the Michigan sec- 
tion and is well 
and _ favorably 
known there. 


Harry Modlin 


OE S. CAPEN’S picture appears in 

oval shape at the bottom of an 
artistic letter-head, reading: “Joe S. 
Capen, Since 1887—And Still Stepping 
on It—for The B. F. Goodrich Rubber 
Co.” Joe lives at 122 Seaver Street, 
Stoughton, Mass., with Boston offices 
at 867 Boylston Street. He sells the 
tennis line, light weight and regular 
weights of overshoes, clogs, footholds, 
sandals, storms, and arctics for the 
B. F. Goodrich Rubber Co. Joe is well 
surrounded with rubber goods on this 
unique letter-head of his, which, with 
its broad red lines at top and bottom of 
the parchment color sheet, portrays 
several numbers of his best sellers. Mr. 
Capen is a member of the Boston Shoe 
Travelers’ Association. 


E. BELL, 
eo of Fort 
Worth, president 
of the South- 
western Shoe 
Travelers’ Asso- 
ciation, an- 
nounces that the 
dates of the 1928 
joint convention 
of the Texas and 
Oklahoma Shoe 
Retailers’ Asso- 
ciation and the 
S outhwestern 
Shoe Travelers’ 
Association will be held at Dallas this 
year, and that the dates of same are 
Jan. 23-25. The headquarters for the 
convention will be at the Adolphus 
Hotel. Herbert Carpenter, who can be 
addressed in care of the Dallas Cham- 
ber of Commerce, will direct the shoe 
style show. 


R. E. Bell 
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HERWOOD SHOES 
Now! In Stock 


“BARRETT” 
One Strap 
B4001—Black Patent....... $4.60 
Round toe; 1403 Last; 14/8 
Wood Cuban Heel. AAA, 5-8; 
oo 4%-8; A, 4-8; B, 3% 
C, 3-8; D, -8. 


“BESSIE” 
Gore Step-In 
B4003—Black Patent....... $4.75 
With 5.00 
Round toe; 1403 Last; 
Wood Cuban AAA, 5-8: 
2. ote * 4-8; B 


“POM POM” 
Pump 
B4002—Black ome esees $4.50 

17 


ent DARLING” 
Tanaura Tie 
84000—Oxide Black Kid.. 


$4.50 
Medium Toe, 1401 Last; 14/8 


Teather Cuban — 
B4008—Black Patent 


‘a 50 
Same including 14/8 Leather 
A, 5-8; 


Cuban Heel. 
4%- ti A. 4-8: B, 3%-8: 
C, 3-8; D, 3%-8. 


“BARRETT” 
One Strap 
B4007—Black Satin 
Round Toe; 1403 Last; 
bo ay Cuban Heel. AAA, 5-8; 
4%-8; A, 
oe 3-8. 








Stock Department 


These ten proven sellers form the nucleus 
around which SHERWOOD is building up a 
real IN STOCK Department. 

These patterns are READY NOW. Others 
will be added regularly. Shipment in 24 hours. 
The three leading SHERWOOD TRADE 
MARKS are represented in these IN STOCK 
SHOES. Seven numbers are “BEAUTY 
ARCH”; two are “FOOT DARLINGS,” and 
one is “DR. DARLING.” 

No promises will be made that cannot be ful- 
filled. No shoes will be sold that have not been 
proven. 


SHERWOOD Stock is always Preferred. 








“BARRETT” 
One Strap 


Medium Toe TM 01 Last; 
_ Cuban ay AAA, 

4%-8; -8; B, 
+ "C, 3-8; +, u- 8. 


“BARRETT” 

One Strap 
B4005—Black Patent....... $4.75 
Medium Toe, 1701 Last; 17/8 
Spike — Far re a; AA 


4% °8 ; 
. 5, 3% 


ORNAMENT 630. 


“BESSIE” 
Gore Step-In 
i Patent....... $4. 
With Ornament ... 5. 
Medium Toe, 1401 Last; 
Wood Cuban Heel. AAA, 5- 8; 
AA, A. tg -8; A, 4-8; B, 


“BARRETT” 
One Strap 
B4000—Black Patent 
Medium Toe, 1401 Last; 
Wood Cuban’ Heel. AAA, 5-8; 
AA, 4%-8; A, 4-8; B, 3% 
8; C, 3-8; D, 3%-8. 


DR. DARLING 
“MAYBEL” 
nee tae Black Kid. $6.00 
5-8; AA, and A, 4% 
3 S48: C, 3-8; D and } 
3% to 8. 


SHERWOOD SHOE CO.,., Inc. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 


CHICAGO 


F. J. Le Pine, 1618 Republic Bldg. 


ROCHESTER, N. Y. 


PHILADELPHIA, PA. 
W. F. Schoell, 119 So. 4th Street 


LOS ANGELES 
G. C. McAtee, 706 Forrester Bldg. 


DENVER, COLO. 
W. B. McNutt, 218 Charles Bldg 


PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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FE A. BRIGGS, who travels New York 
e State for Friedman-Shelby Shoe 
Co., otherwise known as the makers of 
“The Red Goose” line, is now located 
at 709 Walbridge Building, Buffalo, 
and will be at the service of his trade 
on Mondays from 9 a.m. until noon, and 
from 1 p.m. until 5:30 p.m.—and again 
in the evening of Monday from 7 p.m. 
until 10 p.m. Mr. Briggs has covered 
the “Empire State” with the Red 
Goose line for seven years and has de- 
veloped a good business for his house 
by expert counselling in merchandising. 


A. DELANY, secretary of. the 
A «N.S. T. A., reports that practical- 
ly 100 per cent of those who have taken 
out the group insurance policy of the 
National Shoe Travelers’ Association 
have paid their premiums. The last 
day of grace on these premiums has 
now expired. Secretary Delany says, 
however, that there will be an allow- 
ance made for those whose notices of 
premiums due may not have reached 
them—on account of change of address, 
or because of being away in their ter- 
ritories—but he advises all, through 
these columns, that such delinquents 
should immediately get in touch with 
him, as if death should occur, their 
beneficiaries would most assuredly not 
receive the insurance money: as in one 
instance which occurred only recently, 
and where it was learned with surprise 
by the beneficiaries that the payment 
of this $1,000 would not be forthcom- 
ing simply because the policy had 
lapsed through non-payment of premi- 
ums. 


E. GOUGH, 
@ who for ten 
years has repre- 
sented the Selz 
Shoe Factories of 
Chicago, first as 
salesman in San 
Antonio, and then 
as general sales- 
manager for 
some years at 
Chicago, has 
moved to Dallas. 
Mr. Gough, a na- 
tive-born Texan, 
believing that he 
could best serve the interests of his 
firm by being located in that State, 
asked for the southwestern division of 
The House of Selz, with headquarters 
in Dallas, which territory was granted 
to him. Mr. Gough came down to 
“The Lone Star State” in May of this 
year and is now located at 9 Santa Fe 
Building, Dallas, in charge of the 
southwestern division of Selz-Schwab 
& Co. Prior to his present connection, 
he was affiliated for two years with the 
Peters branch of the International 
Shoe Co., in charge of their Detroit 
division. 


C. E. Cough 


PRESIDENT CHARLES W. MOR- 
RILL of the N. S. T. A. left the 
Hub recently on his spring trip with 
the line of the Durand Shoe Co. He 
will cover the wholesale chain stores 
and mail order house trade of the South 
and West. Mr. Morrill visits his cus- 
tomers in this territory about twice a 
year, and whenever he has a little 
leisure time and opportunity, en route, 
he talks at some gathering of the Na- 
tional | Shoe Travelers’ Association 
locals in the big cities. 





R. H. Haviland, advertising 
manager of the Stetson Shoe Co., 
at the left, and J. G. Llewellyn, 
Coast representative of the Ault- 
Williamson Shoe Co., at the right, 
were the only two shoe men on 
board R. M. S. Scythia en route 
to the Paris convention of the 

American Legion 


Ce 


PRAYER OF A SPORTSMAN 


This poem was given to a mem- 
ber of the Recorper staff for 
publication in these columns by a 
western factory representative, 
who said that he read it whenever 
he felt discouraged; that its 
philosophy helped him; and that 
he hoped its publication here 
would cheer some brother trav- 
eler on his way. 

Dear Lord, in the battle that goes on 
through life 

I ask but a field that is fair, 
A chance tha‘ is equal with 

the strife, 

A courage to strive and to dare; 
And if I should win, let it be by the 


all in 


code 
With my faith and my honor held 


high ; 
And if I should lose, let me stand by 
the road, 
And cheer as the winners go by. 


And Lord, may my shouts be un- 
grudging and clear, 
A tribute that comes from the 


eart, 
And let me not cherish a snarl or a 
sneer 
Or play any sniveling part; 
Let me say, “There they ride, on 
whom laurels bestowed 
Since they played the game better 
than I,” 


Let me stand with a smile by the 
side of the road, 
And cheer as the winners go by. 


So grant me to conquer, if conquer I 
can, 

By proving my worth in the fray, 

But teach me to lose like a regular 


man, 
And not like a craven, I pray: 
Let me take off my hat to the war- 
riors who strode 
To victory splendid and high, 
Yea, teach me to stand by the side 
of the road 
And cheer as the winners go by. 


(Author Unknown.) 
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EORGE L. HALE, veteran shoe 

traveler, aged ninety-three, who 
left the road only a few years ago, was 
the principal in a “Should Auld Ac- 
quaintance Be Forgot” party, cele- 
brated recently. Uncle George was 
presented with a purse of gold by John 
Travers of the Peck Shoe Co., repre- 
senting a group of shoe friends of Mr. 
Hale who have kept in touch with him 
since he resigned from the ranks of the 
boys on the road. George L. Hale was 
born in Brookfield, Mass., in 1834. 
When a young man, he made boots for 
Ramsdell, of Warren, Mass., until the 
time of the Civil War. After the war, 
he became affiliated with Clark & Hol- 
brook of Hartford, Conn.; later, with 
Lounsbury & Mathewson of South 
Norwalk, Conn., as a “knight of the 
grip” for many years, and still later, 
with Lounsbury & Soule, remaining 
with that concern until it went out of 
business. “Uncle George was much 
pleased,” writes Jim Stevens, repre- 
senting the Bradley-Goodrich Co., “at 
this token of affection from so many 
of his old shoe-traveler friends. The 
old gentleman is enjoying good health 
and can play pitch as well as in the 
days gone by.” 


EORGE J. LOVELY, who travels 

New England for the Dalton Shoe 
Co., Brockton, Mass., and who, with 
Mrs. Lovely, were the principals in a 
serious automobile accident some two 
months ago, is now about “The Hub” 
again and is convalescing rapidly. Mr. 
Lovely is making his headquarters at 
his old office, 183 Essex Street, Boston, 
and in another short time he will be 
out again calling on his trade. 


ALTER L. 

BRIGGS, 
who since 1919 
has been con- 
nected with the 
selling of 
women’s shoes, 
first with Briggs- 
Hutchinson Co. of 
Boston, and since 
1926 with the 
Interstate Shoe 
Co., has taken on 
the territory in 
New England 
formerly covered Walter L. Briggs 
by the late Robert B. Emmet. Mr. 
Briggs will continue to cover New York 
City.and Brooklyn, and will add to his 
clientele the merchants in a territory 
with which he has been familiar for 
many years—namely, the big cities in 
the New England States. He covered 
this last-named section some time ago 
when he was connected with the 
Briggs-Hutchinson Co. George Sloan, 
who was formerly Mr. Emmet’s as- 
sistant, continues to work the smaller 
communities of New England. 

Mr. Briggs will carry the women’s 
line of all of the five Interstate fac- 
tories, and will also feature the cor- 
rective style Prop-her Arch line. For 
a period between his Briggs-Hutchinson 
connection and that of the Interstate 
Shoe Co., Mr. Briggs was in the real 
estate game in the South. Mr. Briggs 
has also had a three years’ factory 
experience, as he started into the in- 
dustry in that fashion immediately 
after his high school days, and knows 
every process of making. He also 
knows leathers and styling. 


(Photo by Waid) 
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SAMARITAN LAST 


B-831—Black Kid 


November 5, 1927 


6.50 


B-841—Golden Brown Kid.. 
B-531—Black Kid, Black 15/8 Solid Leather Heel, 
Grain Calf, Und... ..$6.25 Rubber Top 
B-521— Patent, Black 
Grain Calf, Und..... 6.25 


SUFFICE LAST 
B-671—White Kid, Grain Calf 
front $6. 
B-471—All Black Kid... — ° 
B-441—P atent with Black ons 














SUFFICE LAST 


B-721—All 


ther 
15/8 Cor. Cuban Heel, 


Light Edge. 


Grain Calf Front....... 
F-451—Brownstone Kid with 


Brown rain 


$6.50 


Calf Front. 
Covered Heel—Light Edge. 
B-571—All Black Suede... 


7.00 
. 6.75 




















AAA,5& -98 A,S& -9 C,3%-9 
AA,4%-98 B,3%-9 


Rochester, V.% 


New York City, 846 Marbridge Bldg. 








Send for Cataleg and further 
details regarding Business 
Building Agency Plan 

















Chicago, Majestic Hotel 





Los Angeles, 107 E. Sth Street 
Cleveland, 1599 Union Trust Bldg. 
San Francisco, Plaza Hotel 
Northampton, Mass., Draper Hotel 
Pittsburgh, Pa., Hotel Henry 














Men’s Arch-Aid Shoes made by M. A. Packard Co., Brockton, Mass. 








Gently 
Supports 
the 

Arch 
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AOCHESTER 


SHOES 


Genuine Brown Alligator 


IN STOCK 


Goodyear Welt f; i= ~~ \- J Special Process 








Stock No. A f Stock No. 
; B636 


Sizes:—AAA 51/8, AA 41,/8, 25c additional for orders of less than 3 pairs 
A 4/8, B 314/8, C 3/8 Terms: Net 30 days 


Genuine Brown Alligator—Wide, One Strap, Goodyear Welt, Stock No. B674, $7.25 


“CLARE” “ALFA” “REBA” “ARABY” 


S1/S Heol ~ Cuban and “Goodyear Welt” 
SS 4 Spike SS . Cevered Heel 
Z } y ~—o B 
¢, aA e “ 
y% | » ¢. os 3 
wee » X V4 iC » 


i 


B-249—Brown Suede a 
(Cuban Heel . - 85. B-20S— Black Velvet 


B-280—Black Suede with Black Braid 
(Cuban Heel) 5.00 Trim . $4. B-189—Black Calf 


ee | 
ith Black G » 
B-774—Patent (Cuban “ase B-290 Brown Velvet Trim ack Grain Calf 54 
with Braid Trim.... B-199—Tan Calf with 
75 Grain Calf Trim.... 5.00 
-224— White Satin.. 4. SEE OUR DISPLAY 
te + tld a RD ST. LOUIS—WEEK OF NOV. 28th 


* ; MAYFAIR HOTEL 
4 ROOMS 1004-6-8 

















We will furnish complete advertisement illustrating the above shoes, on request. 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMiDN New England Office: 


Draper Hotel 
Henry Hotel och 
ester. N. » 2 VU. S. A. Northampton, Mass. 
W. A. BARNEY R ’ tad ELLIOTT LA MONTAGNE 


o 846 Marbridge Bldg. San Francisco Office: Plaza Hotel 
a ow. MOYLAN ~ H. 8. KUSHINS 


i T t Bidg. Los Angeles Office: 107 East Sth St t 
et SS - C. E. VanDEGRIFT _— 
Office: Majestic Hotel Detroit Office: Book Cadillac Hotel 
cae F. J. ‘SATION H. P. CALVEY 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 











ee ee ee ee See | 








NE 
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BF, 
VA 
aalies 


SERy 
stor @ 
7 mee uv & Pat orrce  y 


“KEEPS THE FOOT WELL” 


There is only one Arch Pre- 
server Shoe. Its principles of 
construction are fully pro- 
tected by patents. INo shoe is 
an Arch Preserver Shoe un- 
less stamped with the Trade- 
Mark. 


eae WwW 


THE 


RCH PRESERVER 


SHOE 


Stock No. 305 
Code Name.... 
Chelsea 
Ohio Last 


Black Holland Grain, 
Blucher Oxford. Extra 


ONE SHOE FOR TWO MARKETS Mae ade Stn 


Leather Heel. 


The shoe illustrated is a clean lined, custom — 
AA 7¥% to 12 


shoe made over the Ohio Last—built first for - 
comfort, but having no end of style and : 


6 
Price $7.90 


EK. T. WRIGHT & CO. ROCKLAND, MASss. 


sturdiness. 





Shoe Merchants News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, NOVEMBER 5, 1927 


EVERY WEEK 








Pittsburgh Retailers Eliminate 
Price Cutting on Rubbers 


Also Hear Plans to Establish 
Better Business Bureau: 
Men’s Ad Campaign Is 
Subject of Discussion 


PITTSBURGH, Pa. (UTPS)—The Oc- 
tober meeting of the Pittsburgh Shoe 
Retailers Association, which was held 
recently at the store of the Oppen- 
heim, Collins & Company, proved to 
be one of the most interesting held 
within the last year. The program 
included a buffet supper served at 7:00 
P.M., with the meeting following im- 
mediately after. 

The intelligent merchandising of 
rubber footwear was the topic sched- 
uled for discussion in the open forum, 
and interesting points were brought 
to light along with a helpful list com- 
piled by Lou Beigel, which practically 
solved all the difficulties. Mr. Bei- 
gel’s list was intended to be mainly 
suggestive of prices expected to be 
those prevailing on first class goods 
during the season for rubber wear to 
follow. With but one or two minor 
exceptions, it was agreed to follow the 
list compiled as a guide to prices. 

The biggest point of the evening was 
reached with the talk of A. B. Buck- 
eridge, manager of the Pittsburgh 
Credit Bureau, who spoke on credit 
as half of his evening’s topic and on 
the proposed Better Business Bureau 
which is being got under way as an 
aid to Pittsburgh merchants. 

In regard’ to the proposed bureau, 
Mr. Buckeridge pointed out that first 
and foremost it will put a check to mis- 
representation in advertising, particu- 
larly as it regards newspaper adver- 
tising, but including window display as 
well. Mr. Buckeridge then gave an 
instance of a case where a sweater was 
advertised as all-wool and which, when 
examined after having been purchased 
through a Chamber of Commerce com- 
mittee, proved to be 90 per cent cot- 
ton. He stated that, whereas nothing 
can now be done to that store through 
the lack of a Better Business Bureau, 
if such a bureau were in operation 
here, the store would be required to 
correct that fault or through the co- 
operation of the newspaper publishers 
here their copy would be excluded from 
the papers, and that, that failing to 
correct the practice of misrepresenta- 
tion with them, legal measures could 

taken. Mr. Buckeridge declared 
that a Better Business Bureau such as 
is now in process of formation will 
protect the Pittsburgh public and the 
legitimate merchant as well. 





Stores Using Style Shows 
to Pep Up Business 


CINCINNATI, OH10—Despite the fact 
that weather conditions continue very 


| unfavorable, local shoe merchants are 


In his talk on credit Mr. Buckeridge | 
strongly urged those members of the 
association who were not members of | 
the Credit Bureau, and whose business 
brought such a business factor intw | 
play, to join the Pittsburgh Credit Bu- 
reau at once. He then explained the | 
manner of operation and functions of 
the bureau and its advantages. 

However, the real gem in Mr. Buck- | 
eridge’s credit talk was that part | 
wherein he declared that the credit 
bureau can help to curtail unjust re- | 
turns by reporting them in the same 
manner that delinquent accounts are 
reported. In view of the fact that at 
present a retailer’s cooperative news- 
paper campaign against promiscuous 
and unjust returning of goods is in 
progress, with advertisements running 
in the daily papers, this point of the 
talk created an unusual amount of in- | 
terest. Many of those who are not | 
members signified their intention of 
becoming so. 

The national shoe consciousness cam- 
paign was also brought up and touched 
upon by George Ludebuehl and Al 
Schmidt, as well as W. M. Laird, Jr., 
president of the local association, who 
presided at the meeting. The matter, 
however, after discussion was reserved 
for consideration at the next directors’ 
meeting. 

A. C. Rosenberg of the Verner Shoe 
Company was voted a member of the 
association at the meeting. The com- 
mittee in charge included G. C. Mur- 





phy of Oppenheim, Collins & Company 
and E. N. Roolf and Ivan Martin. 


Says Well-Dressed Man 


Requires Two Pairs | 


SAN FRANCISCO, CAL. (UTPS)—Rus- 
sel’: Werner. of the Frank Werner | 
Shoe Company of San Francisco, in 
an interview said that this is a sea- | 
son when a man, to be properly dressed, 
should have two pairs of shoes for busi- 
ness wear. Black calf and_ black 
Scotch grain will play a prominent 
part. In fact, black should always be 
worn with grey clothes and tan and 
brown leathers with brown = suits. 
Brown leathers also look very well with 
blue suits. The brown leathers are of 
a sober variety, the outstanding leath- 
ers being Scotch grain and grain leath- 
er calf skins. 

There are two styles of oxfords that 
are particularly odd—the extreme 





broad toe variety for the younger gen- 
eration and the more slender custom 
type for the business man. 


doing a very satisfactory amount of 
business. Snake has made a very no- 
ticeable move during the past few days; 


| alligator continues at the head of the 


reptile family and suede is moving well. 


| Several of the larger stores have put 


on style shows to pep up the shoe busi- 


| ness and conditions in general indicate 
| that the retail shoe business is normal. 


McAlpin’s shoe department, which 
recently moved to its new quarters, is 


| doing a very satisfactory amount of 


business, Manager W. D. Moore re- 
ports. “A very large per cent of our 
sales is credited to black patent,” Mr. 
Moore said, “and we expect it to re- 
main in the lead for seasons to come. 
Black satin has started moving better 
and suede, principally black, has turned 
out to be a very consistent mover. Satin 
is moving rather slowly at present and 
very few sales are being made on vel- 
vet.” 

Black suede is moving well and brown 
suede fair at Pogues’ shoe department, 
Manager Vollrath reports. The better 
grade shoes of brown kid are moving 
exceptionally well, while black kid is 
rather slow. Snake is going much bet- 
ter than it did last week and alligator 
is moving along smoothly. The neat 
tongue pump is the best pattern mover, 
Mr. Vollrath said, and ties and oxford 
effects very popular. 

Scotch grain shoes for men are be- 
coming very popular, G. M. Moreland, 
manager of the Stetson Shop reported. 
Black leads tans in sales by a 60-40 
ratio, Mr. Moreland said, although a 
few weeks ago black was given credit 
at this same shop for 70 per cent of 


| sales. 


Hofheimer Remodeling 
Front 


RICHMOND, VA. (UTPS) — Con- 
struction of a new store front at the 
Hofheimer Shoe Store on Church 
Street, Norfolk, Va.. does not interrupt 
the presentation of new and modern 
shoe styles to the public through the 
medium of the show window. Behind 
the barricade, where a $3,000 plate 
glass front is being built. Hofheimer’s 
has set up a novel miniature show 
window, displaying a few of the 
smartest of its models. Meanwhile, 
within the store business is not only 
going on as usual, but with much more 
than usual speed. since a special re- 
modeling sale is being held which is 
daily crowding the store with pur- 
chasers of men’s. women’s and chil- 
dren’s shoes at highly advantageous 


| prices. 
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cAmbassadors from the 
Kingdom of Style 


A MBASSADORS of good will and 
good style—bearing in their 
portfolios the true interpreta- 
tion of the new spring footwear 
mode. These are the E. P. Reed 
& Co. salesmen, who, with the 
new models in Reed styles, 
MATRIX, and Varsity Girl 
Shoes, are again “on the road” 
promoting among retailers 
everywhere a perfect undet- 
standing of the advance fash- 


ions in feminine footwear .. . 








_ silicic ants inneninatdnenatt eases ennai acai _— 


“Che new models are also on display at 
our New York Style Studio. 


E. PD. REED & COMPANY 


ROCHESTER, N. Y. 
New York Style Studio: Marbridge Building, 34th Street and Broadway 





= —. —< — @ = — Se 2 a + 





























THE SHOE MERCHANTS NEWS, SATURDAY, NOVEMBER 5, 1927 











Columbus Shoe Man Makes 
Study of Window Shoppers 


Finds Periods When “Lookers” 


on Street are Heaviest 


CoLuMBUS, OHIO (UTPS)—“At what 
hours during the evening are window 
displays of a downtown shoe store the 
most attractive to pedestrians?” is the 
question that can be answered authori- 
tatively by Max Holmes, one of the 
proprietors of the Columbus Walk-Over 
Co. He can tell what hours are the 
most profitable to the retail shoe dealer 
in showing the public his stock of mer- 
chandise through the medium of his 
show windows. 

In order to ascertain the habits of 
pedestrians on the downtown streets 
after the hour of store closing, Mr. 
Holmes made an exhaustive study of 
pedestrians passing his store on North 
High Street, which is in the heart of 
the downtown shopping district. For 
hours he stationed himself near the 
entrance to the store where he could 
study the pedestrian traffic and count 
the number of people, both men and 
women, who were attracted by the win- 
dow displays. This survey was made 
not only on nights when weather con- 
ditions were favorable to heavy street 
traffic, but also on more or less incle- 
ment nights, and the results are very 
interesting to the merchant. In fact, it 
shows when the window display is the 
most beneficial to the store by attract- 
ing “window shopper,” and when the 
display has ceased to be of interest to 
the passerby. 

He tabulated the number of persons 
who merely stopped for a cursory 
glance in the window and the number 
who paused and entered the lobby be- 
tween the two show windows for a more 
thorough inspection of the merchandise 
displayed. 

The result of the survey shows that 
pedestrian traffic between the hours of 
6 and 7 is rather heavy and a goodly 
number are attracted by artistic win- 
dow displays, especially in shoes and 
accessories. Many people are on their 
way home from their daily work and 
many of these dine downtown. This 
class walk leisurely and often pause 
for a considerable time to examine the 
windows. Between those hours early 
theater and motion picture show goers 
are on their way to the early perform- 
ances and have plenty of leisure to look 
at window displays. 

After 7 o’clock, while the crowds are 
still large, there is more of a hurry 
noticeable and there is much less “win- 
dow shopping” than during the pre- 
vious hour. This is explained by the 
fact that many are then hurrying to 
theaters or to fill early engagements 
and do not give time for any long drawn 
out inspection of displays. This con- 
tinues until about 8 o’clock, when there 
is an increasing number of pedestrians 
who pause and leisurely examine ar- 
ticles of merchandise displayed, and 
this crowd spends a considerable time 
in a more or less thorough examination. 
The number of people who pause grad- 
ually increases for a period of forty-five 
minutes and then decreases until about 
9.45, when another wave of interested 
pedestrians appears. This crowd spends 
a longer time on the average than any 
of the previous crowds, with the ex- 





ception of the early evening wave be- 
tween 6 and 7 o’clock. From 9.45 until 
shortly after 10 o’clock the crowds who 
have a long look is quite large. This 
is explained by the fact that early the- 
ater goers are dismissed and are taking 
a walk before going to their homes. 
About 10.45 the crowds diminish rather 
steadily, and by 10.45 there are scarcely 
any people on the streets who devote 
time to gazing at window displays. 
After that hour there is little benefit to 
be gained by permitting the window 
lights to be turned on, as none of the 
pedestrians, or very few at least, take 
time to inspect merchandise. 

It is reasoned that after that hour 
anyone on the streets—and the crowds 
are still large—is in a hurry to get 
home and has only one object in view. 


Kline’s Hold Style Show 


DETROIT, MicH. (UTPS).—Introduc- 
ing their newly-acquired line of Flex- 
ridge shoes, Kline’s, 1223 Woodward 
Avenue, held a fashion show, with dem- 
onstrations on living models. This re- 
view was held twice a day for three 
days, Monday, Tuesday and Wednes- 
day, Oct. 24, 25 and 26. A special 
runway was provided on their balcony 
for the better exhibition of the various 
models. Style, as well as comfort, was 


featured, and the event met with gen- 
eral approval. 

G. W. Harris, nationally known foot 
expert, also participated. 

Indicated style favorites are black 
ge pumps; also black and brown 

id. 


‘Daniels Succeeds Kenney 


BALTIMORE, Mp. (UTPS)—Thomas 
Daniels, former assistant manager of 
the Cincinnati, Ohio, branch of the 
Bostonian Shoe Stores, has been ap- 
— manager of the Baltimore 
ranch of the company, located at 112 
E. Baltimore Street. Mr. Daniels has 
already assumed his new position. 

Mr. Daniels has been identified with 
the retail shoe business for a number 
of years and his promotion to the 
managership of the local store of his 
company is in recognition of his execu- 
tive and managerial abilities. He suc- 
ceeds William C. Kenney. 


Cooperative in Fashion 


Fonp Du Lac, Wis.— The Fashion 
Boot Shop of this city cooperated re- 
cently with a ready-to-wear establish- 
ment here in producing a fall fashion 
show at a local theater. The revue was 
in the nature of four episodes, showing 
sport costumes, afternoon wear, fur 
coats and evening wear, with footwear 
to go with each occasion. Vocal num- 
bers interspersed the displays. 


Garman and Mensch Travel 


PHILADELPHIA, Pa. (UTPS)—Dur- 
ing recent weeks George M. Garman, 
president of the Middle Atlantic Shoe 
Retailers Association, and Cal J. 
Mensch, managing director, made an 
extensive trip ‘through Pennsylvania, 
calling on 5000 retailers in towns along 
the Roosevelt Highway via Scranton, 
Bradford and Pittsburgh. 





Suedes Continue Active 


in Chicago Retail Stores 


CHICAGO, ILL.—The intensity of com- 
petition in retail shoe selling in down- 
town Chicago increases with each suc- 
ceeding week, and with the introduction 
of one or more recent additions to the 
already extensive market consisting of 
departments, shops and extensive stores 
which line State Street and Michigan 
Avenue. The latest “openings” are 
those of the “Stevens” shop in the 
“Stevens” Hotel and the O’Connor & 
Golberg “Mademoiselle” department oc- 
cupying the second floor of O & G’s 
Madison Street Bootery. 

Suedes continue the most active high 
style number in the better grades of 
women’s shoes. Suedes with lizard and 
alligator trims are well received, par- 
ticularly by the younger women. The 
most outstanding trend of the season 
is the acceptance of lower heels; cov- 
ered Cuban effects supplanting the 
spike type. 

Warmer weather the past week has 
delayed the merchandising of men’s 
heavier footwear to an appreciable ex- 
tent and dealers are praying for a cold 
wave to start the male biped seriously 
considering fall and winter footwear. 

Retail merchants have placed few or- 
ders during October, delaying buying 
until their commitments in August and 
September were reduced to the sizing 
up stage. 


W. S. Rendell Dead 


Mount Hotty, N. J. (UTPS).—Wil- 
liam S. Rendell, retired wealthy shoe 
manufacturer of Camden, died at his 
home on High Street, Oct. 12. Death 
was attributed to heart disease. He 
was 58 years old. 

Mr. Rendell and his wife spent sev- 
eral weeks at their cottage in Seaside 
Park and he became ill while there. He 
was taken back to his home, but suc- 
cumbed shortly after his arrival. 

The deceased had been engaged in 
the shoe manufacturing business most 
of his life, having started in the indus- 
try with his father while still a boy. 
He at one time had the contract for 
supplying shoes and boots to the New 
Jersey State Prison. 

Mr. Rendell also was a prominent 
member of the Mount Holly Masonic 
Lodge and the Elks and was active in 
the affairs of the Burlington County 
Game Protective League. 

His wife and a son, George F. Ren- 
dell, survive him. 


Harvey to Open New Store 


PLAINVIEW, TEX. (UTPS)—A new 
shoe store is to be opened here in a few 
days by Sam Harvey of Lubbock, it 
is announced. The new store will be 
located in the Grant building at 625 
Broadway. A complete line of men’s 
and women’s shoes will be carried. The 
building, which will house the store, 
has been remodeled at a cost of several 
thousand dollars. A new glass front, 
designed especially for displaying foot- 
wear, was installed. Mr. Harvey is an 
experienced shoe man. For years he 
was connected with the Yeager Shoe 
Store at Lubbock. 
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oot Correction 


is attained 
only by easy stages 
It can’t be reached in a jump 
The easiest, surest steps to it 
are via the Dr. Scholl way 


Raise the Arch Raise it Higher Then Higher 


Common sense tells you this: 


A weak arch to be supported must be fitted. 
A weak arch to be corrected must be raised gradually. 


It can’t be fitted —it can’t be raised gradually 
with any form of support that isn’t ADJUSTABLE! 


Even if feet were all cast in one mold or made over 
one form—they still could not be fitted with non- 
adjustable supports after reaching the stage when sup- 
ports are needed. Why? Because no two feet show 
just the same degree of weakness in just the same place. 
And even if they were fitted they couldn’t be corrected 
without several gradual changes in arch elevation. Your 
salespeople can quickly learn Dr. Scholl’s method of — Withthis Arch Fitter Dr. Scholl’s 
° ° ° Corrective Foot Appliances may be 
accurate fitting and adjusting. adjusted in a moment for an exact fit 


or to increase the elevation as the con- 

THE SCHOLL MFG. ce... Inc. dition of the foot improves. Repeating 
Largest Makers of Foot Appliances in the World . this service over a course of several 
weeks firmly cements the customer to 


213 W. Schiller St., Chicago autem 
1-4 Giltspur St., London, E. C. E 


























62 West 14th St., New York 112 Adelaide St., East, Toronto 
Branches in the leading cities of the world 


Dr Scholls 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 
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Detroit Retailers After 


Christmas Business 


Detroit, MicH. (UTPS)—The De- 
troit Retail Shoe Dealers’ Association, 
at a meeting held on Wednesday, Oct. 
26, discussed ideas and methods of in- 
creasing the demand for footwear at 
Christmas time. The most favorable 
suggestion was the use of some sort of 
slogan, such as “Give her slippers for 
Christmas,” or something equally ap- 
propriate, much on the order of that 
used by florists’ associations: “Say It 
With Flowers.” This idea met with 
considerable approval and will un- 
doubtedly be expanded upon and its 
exact form made known later. 

The meeting was well attended, all 
officers except Treasurer Doolittle, who 
was unable to attend, being present. 

The principal speaker, J. Schimer- 
horn, formerly of the Detroit Times, 
stated that he was glad to see that the 
dealers again have an association, as 
he used to talk to them when they met 
before, and explained his conception of 
what an organization means, stressing 
the advisability of having their organi- 
zation as strong as possible. 


Leo Katz Dead 


CoLuMBus, OHIO (UTPS) — Leo 
Katz, owner and proprietor of the 
Katz-Bryce Co. of 43 North High 
Street, Columbus, dealers in men’s and 
boys’ clothing and furnishings and a 
well known business man of Columbus, 
died Oct. 26. 

Mr. Katz operated the Leo Katz Co. 
in Washington, Ohio, for a num- 
ber of years previous to coming to 
Columbus and this store contained a 
large shoe department. He purchased 
the former Bryce Clothing Store in 
1913, and some year later a leased shoe 
department was opened in the store by 
J. J. Kaltenbrun. Later Mr. Kalten- 
brun moved and the Nunn-Bush Co., 
took a long time lease to operate a 
men’s shoe department. Mr. Katz was 
52 years of age. He leaves his widow, 
two brothers and several sisters. Funer- 
al services were held in Columbus, Oct. 
31, and burial was at Green Lawn 
Cemetery. 


Display Air Equipment 


RICHMOND, VA. (UTPS)—The ex- 
hibit of navy air service equipment in 
the show window of the Regal Shoe 
Co., 159 Granby Street, Norfolk, Va., 
on “Navy Day,” Oct. 27, attracted the 
interest of scores of passers-by. An 
airplane instrument board. similar to 
the equipment carried by Lindbergh’s 
“Spirit of St. Louis,” and a Lewis ma- 
chine gun, of late model, were on dis- 
play, together with a plane radio trans- 
mitter, the stuffed bodies of two famous 
homing pigeons and photographs of 
practically every type of plane used 
in the navy. In front of this window at 
3 o’clock in the afternoon, 80 navy 
pigeons were liberated. 


New Shoe Stores 


Golden Chain Stores, Grand Rapids, 
Mich., shoe department. 
E. E. Huggand, Vassar, Mich. 





Supplies Smokes 


CoLUMBUS, OHIO (UTPS) — The 
Columbus Walk-Over Shoe Store, under 
the management of A. N. McDowell 
and Max Holmes, has made a hit with 
its men customers by supplying cigar- 
ettes and matches to all who choose to 
tale advantage of the service. In the 
men’s department are placed a number 
of artistic smoking sets, containing a 
popular brand of cigarettes and 
matches. This is a service for men 
while waiting to be served or while 
being fitted with footwear. It is an 
innovation in Columbus, as no other 
men’s shoe shop in the Buckeye Capi- 
tal has taken up the idea. Many favor- 
able comments are received because of 
the thoughtfulness of the proprietors 
in looking after the comfort of their 
customers. 


When Is Association 


Member Desirable? 


CoLUMBUS, OHIO (UTPS)—C. E. 
Dittmer, executive secretary of the 


Ohio Valley Retail Shoe Dealers’ As- | 
|}are having a good 


sociation gives out a striking interview 
relative to the desirable members for 
a trade organization. Mr. Dittmer is 
also secretary of the Ohio Retail Dry 
Goods and the Ohio Retail Clothiers’ 
and Furnishers’ Association and thus 
has had much experience and can speak 
from authority. He said: 

“Conducting a retailers’ association 
is very like conducting any other kind 
of business. 
ceed only to the degree that it renders 
service. More of our members are vis- 
iting headquarters and still more are 
writing in for information and assist- 
ance. A careful check-up indicates 
that the retailer who fails to renew 
his association membership has _ not 
availed himself of the service which we 
would like to render. 

“T was out in the field recently, call- 
ing upon merchants. I was asked the 
question, ‘What is the association do- 
ing?’ The retailer who asked the ques- 
tion should have known. He has been 
a member for years, pays his dues 
regularly and lets it go at that. God 
bless the due-paying member. 
him. However, we would much rather 


have an interested member; one who | 


knows what we are doing and gets ser- 
vice for what he pays. That kind of 
a member will get another member for 
us. The man who is just a due-payer 
will never become sufficiently interésted 
to help the association or to benefit by 
its service.” 


Store Changes Hands 


CuicaGco, Itt.—Lindsey’s, Inc., oper- 
ating seven shoe stores in Indiana, 
Michigan and Ohio, announces the pur- 
chase at Springfield, Ohio, of the Walk- 
Over Boot Shop at 3 and 5 East Main 
Street, previously conducted by C. L. 
Pettigrew. The new owners have ob- 
tained a ten-year lease extension on the 
premises and installed complete new 
front and equipment. Lindsey’s, Inc., 
was founded four years ago, with head- 
quarters in Detroit. The stores all fea- 
ture the Arch Preserver Shoe manufac- 
tured by the Selby Shoe Co., Ports- 
mouth, Ohio. 





The association can suc- | 





We need | 





Blacks and Browns Still 
Popular at Retail 


St. Louis, Mo.—Mild weather was 
responsible for a slight slowing up in 
the shoe trade for the week ended Oct. 
29. Saturday was a big day in the re- 
tail shoe belt. The department stores 
held their semi-annual sales which were 
exploited by two of the larger stores 
using thirty full pages of advertising 
in the daily papers. 

The results were most satisfactory. 
One of the bigger stores reporting an 
increase over the same event a year 
ago of $2,500. The stores were unable 
to handle the crowds and much of the 
business flowed into the exclusive shoe 
stores. A high price shop reported one 
of the best Saturdays ever experienced 
on this sale day. 

The demand for shoes in the sale was 


|in one direction, namely, black, suede 


being the outstanding material and a 
heavy demand reported for brown. This 
trend is becoming more pronounced 
each week. Some feel this is due to the 
scarcity of stocks in this particular 
color while others feel that a natural 
demand is apparent. Alligator shoes 
success in some 
stores. Others report only few calls 
for them. Snakeskins have evidently 
withdrawn to their holes as none of the 
stores report activity on reptiles aside 
from black lizard. 

In the popular priced field suedes 
have taken a good spurt. One store re- 
ports a fifty-fifty demand for black and 
brown suede. Black satin is another 
material popular at present with stores 
reporting increases in the call. 


Adolph Kres Dead 


BALTIMORE, Mp. (UTPS)—Adolph 
Kres, former retail shoe merchant of 


| Baltimore, died after an illness of four 


months at his home. 2318 Eutaw Place. 


| He was 67 years old. Mr. Kres was one 
| of the organizers and for twenty-seven 


years was president of the Hebrew 
Friendly Inn, a home for the aged. For 
a number of years he was one of the 
directors of the Associated Jewish 
Charities. He retired from active life 
four years ago. 

Born in Austria, he 
country about forty-seven years ago 
and settled in Baltimore, where his 
first business enterprise was in the re- 
tail shoe field in which business he con- 
tinued for a number of years. Later 
he turned to the real estate business. 

Mr. Kres is survived by three sons, 
a daughter, two sisters and a brother. 
Funeral services were conducted by 
the Rabbi Adolph Coblenz and Cantor 
Adolph Weisgal of the Chizuk Amuno 
Congregation. Burial was in the Mish- 
kon Israel Cemetery. 


came to this 


Chicago Store to Close 


Cuicaq@, ILt.—Jules Brody, manager 
and buyer for the shoe section at Hill- 


man’s department store, State and 
Washington streets, Chicago, opened 
the shoe section for that store twenty- 
four years ago and has been in charge 
of the department continuously for that 
time. On January first when the lease 
on the ground expires, this entire es- 
tablishment will pass out of business. 
Mr. Brody has yet to announce his fu- 
ture business connections. 





BOOT AND SHOE RECORDER 


Betty Slippers for 


Immediate Delivery 








(of 
BecpFon 


New York 


Goodyear Turns of utmost quality, 
skillfully designed for the better 
trade. 


“Naida” Patent Leather, $6.40. 110 
Last, 18/8 Heel, AAA to C, Modified 
Toe. 

“Rayella” 


A 


Black Satin, $6.25. 


“Tosca” Patent Leather, $6.40. 110 
Last, 18/8 Heel, AAA to C, Modified 
Toe 


“Norma” Black Satin, $6.25. 


\. 


“Celinde” Patent Leather, $6.40. 75 
Last, 14/8 Heel, AAA to C Modified 


Toe. 


“Wanda” Patent Leather, $6.40. 120 
Last, 20/8 Heel, AAAA to C, French 
type last. 

“Yolanda”. Black Satin, $6.25. 


Ready for Immediate Shipment 





Bates-Dow Co., Inc. 
70 Washington St., Brooklyn, N.Y. | 
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HERE’S reason enough. She’s strong 

for I. T. S. Super Quality. No other heel 

gives her such pep for the party, smart- 
ness to please her pardonable vanity, and com- | 
fort for her dancing feet. 


“Heel-wise” stores and shoemakers have found 
that only with the NEW I.T.S. SUPER 
QUALITY, which guarantees satisfaction on 
a basis of two heels for one, can they produce 
this sort of faultless re-heel job. And, it’s 
easier, quicker and more profitable. Only 20 
sizes required to service all sizes and styles of 
shoes. 


The L.T.S. CO., Elyria, O. 


heel covering, fin- 
ishes on edge 
trimmer. Special 
nails prevent split- 
ting wood li't. 
Only 7 sizes. 


NEW ink « 
SUPER QUAL- 
ITY FRENCH 
HEEL now very 
thin, cured stiff, 
won’t push out 


eStae 
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Overshoe Selling Time Is Here 


Attractive, Special, Trims Will Sell Each Customer 
Double Pairs—for Dress and for U tility Wear 


HE first substantial 

snowstorm of the win- 

ter has taken place. A 
recent news dispatch from 
Saranac Lake, New York, 
stated that the Adirondack 
Mountains were clothed in a 
coat of heavy white for the 
first time this season, and 
that snow fell, also, in the 
valleys. This sounded an en- 
couraging note for those mer- 
chants in Western New York 
who had been waiting for just 
such a happening to sell over- 
shoes. Other sections of the 
country report slight snow 
flurries. This all means that 
galosh weather is right on the 
national threshold, and that 
those stores which have this 
merchandise on display early 
are the ones who will sell the 
most pairs. It is rather un- 
fortunate, but it is true, that 
the farmer, the sailor, and 
the retail shoe merchant, are 
always much worried about 
the weather. And rightly so, 
for the reason that they, above all 
other classes of society, are the most 
affected by climatic conditions: the 
farmer for his crops, the sailor for 
his physical life, and the retail shoe 
merchant for his business life. 


ET all is not so much a matter 

of chance in regard to the 
weather as it might seem on the sur- 
face. A study of “The World’s 
Weather Records,” collected by the 
Smithsonian Institute, covering a 
period of one hundred years, shows 
that precipitation and temperatures 
operate according to the well-defined 
law of averages. For instance, if, 
for several winters, precipitation is 
abnormally light, there is bound to 
follow a series of winters with heavy 
precipitation—perhaps the period of 
snow or cold rains might be delayed 
until the spring, but the yearly nor- 
mal for any specified decade—say 
from 1920 to 1930—will be exactly 
the same as the yearly normal in pre- 
cipitation and temperatures of 1870 
to 1880 or 1910 to 1920. The moral 
of this is that it pays to provide 
against the cold, snowy days, which 
May occur at any time from the mid- 
dle of October to the middle of April, 


This is the way one of the Walk-Over Shoe 
Stores in a big city sold more pairs of over- 
shoes by featuring them in a special trim. 


with enough gaiters in wanted pat- 
terns and sizes to sell when the de- 
mand is “on.” 


HIS idea was held over from last 
year, yet it is as good now as it 
was then. In October, 1926, Fred 





This is one of the fancy gaiters of 
the new season. This pattern has a 
high grade jersey top, with velvet 
cuff. There is a broad strip which 
holds the cuff together, containing 
elasticity to permit flexibility at the 
ankle. In addition to black, these 
are also made in the mottled shade. 
A Servus Rubber Co. creation. 





Raddon, who manages a large 
shoe store in Syracuse, N. Y., 
offered a $10 prize, split two 
ways, $7 and $3, to the two 
salespeople in his store who 
sold the most rubbers, the 
only stipulation being that 
each pair of rubbers moved 
must be suggested by the 
salesman, and sold with the 
shoes. Mr. Raddon’s “crowd” 
got busy with a vengeance. 
The returns at the end of the 
month showed over 600 extra 
pairs of rubbers distributed 
to the public. 


HE new fancy gaiters, 

which practically every 
company making rubbers has 
introduced for the fall and 
winter season, should prove a 
stimulating factor in selling 
more pairs to the public. This 
is what one of the leading 
British trade magazines re- 
cently had to say about the 
product of a pioneer in the 
styling of rubber footwear, and this, 
too, before any of the latest novelties 
of this concern had been seen by the 
staff of the above-mentioned paper: 
“To this company is due the full 
credit for the renaissance of stormy 
weather foot covering. They have 
succeeded in lifting the old line, un- 
profitable, rubber footwear out of 
the rut and placing it with the most 
profitable merchandise on a dealer’s 
shelves. Anticipation of the con- 
sumer’s need is the keynote of their 
success. An article of wearing ap- 
parel, formerly considered homely, 
has been transformed by them into 
a thing of beauty. Not only was this 
appreciated by the public, but by the 
dealers also, who have seen this en- 
terprising American company place 
rubber footwear on the profitable 
side of the dealer’s ledger.” 


HE only possible “cloud” on the 

overshoe selling horizon for the 
fall and winter of 1927-1928 is price- 
cutting before the season is well 
under way. Overshoes will move as 
quickly at a fair price as they will 
at reduced prices if the proper de- 
mand is created for them; if they are 
displayed early in the store windows. 
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ERE TO BUY 
Men’s Shoes 














NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


S. W. COOK, Presiden: 
Syracuse, N. Y., U. 8S. A. 
@Sn’S FINE SHOES EXCLUSIVELY 












































-hards & Brennan Co., Randolph, Mase 
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BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
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RADE ONLY” 


EAST WEYMOUTH, MASS. 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














| 70s 


SHOE 


ror MEN 
Dir rel 
BROCKTON ______, 

















Shoe Market News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, NOVEMBER 5, 1927 


EVERY WEEK 








Supply of 
Suedes Is 
Getting Low 


Factories Report Difficulty in 
Getting Adequate Supply 


HAVERHILL, MAss.—Seasonal decline 
in business is manifest in the local in- 
dustry. Payroll and employment fig- 
ures show a general slackening of busi- 
ness after nearly three months of brisk 
business. Immediate business has sus- 
tained local production satisfactorily 
since the opening of the month, but cur- 
rent business is of the fill-in type. Sev- 
eral plants continue at capacity, but 
curtailment is the rule rather than the 
exception. 

Suede leathers feature the late sea- 
son and manufacturers are having con- 
siderable trouble in securing this pop- 
ular leather. Brown suede is being 
made up in many smart shoes that will 
grace the late season’s stocks. Black 
suede, which has been in restricted use 
throughout the season, continues in 
general use. The call for suede has not 
greatly altered the insistent demand 
for patent leather, but is an eleventh 
hour feature of a rather colorless sea- 
son. Velvets have also shown stronger 
in recent days in the McKay factories, 
primarily. 

There is very little future business 
acknowledged, and the seasonal condi- 
tion is reflected in many of the allied 
branches of the trade. Wood heel 
plants have curtailed sharply, although 
the cut sole establishments maintain 
normal production and employment 
schedule and receipts of whole stock in- 
dicate that large floor stocks are being 
amassed for another season. 





Conrad Buys Webbing Plant 


BrockKTon, MAss.—Following the ac- 
quisition of the old Brockton Webbing 
Co. plant on Montello Street by the 
Conrad Shoe Co., officials of the con- 
cern have made application to the vari- 
ous unions here for a fourth grade 
price list to allow for the manufacture 
of a cheaper shoe than now is made in 
the regular plant. The unions have 
promised early action on the petition. 
The plant now is running on fairly full 
schedule. 





W. A. Knipe Convalescing 


HAVERHILL, Mass.—William A. 
Knipe, dean of local shoe manufactur- 
ers. head of the Knipe Bros., Inc., Ward 
Hill, is recovering from an operation at 
the Phillips House, Boston. Mr. Knipe 
has been one of the foremost figures in 
the New England shoe trade for over 
50 years. 





| and who weighed 400 pounds. 


Cincinnati Factories Are 
Working on New Samples 


CINCINNATI, OHI0— Production in 
Cincinnati shoe factories has slowed up 
considerably during the last ten days. 
With merchants well stocked up and 
unfavorable weather conditions ham- 
pering retail sales, manufacturers’ or- 
ders have dropped off approximately 40 
per cent, but are expected to come back 
to normal with the first few days of 
cold weather. The let-up in orders has 
been taken advantage of by manufac 
turers who are working on spring sam 
ples, most of which will be brought out 
in late November and early December 

Black and brown suede have been i: 
steady demand since the beginning o! 
the season and are increasing in mo- 
mentum as the season goes along, ac 
cording to Frank X. O’Brien, vice-pres 
ident of the Krippendorff-Dittmann Co. 
Brown suede, like brown in other ma- 
terials is being called for in many or- 
ders, but the largest volume of orders 
is coming in on black. Although th: 
past few days have been rather dull as 
far as orders are concerned, Krippen- 
dorff-Dittman expects 1927 to be their 
record year. Mr. O’Brien believes there 
will be a good demand for light colored 
kid and calf next spring and is making 
up many of his new samples of these 
materials. 

Ties and oxfords are in popular de- 
mand with the Mann-Longini Shoe Co., 
according to A. S. Mann, president of 
the firm. The demand for suede is very 
active, while the demand for black satin 
and velvet is very modest. A very good 
volume of orders have come in during 
the past few days on white satin even- 
ing slippers, and Mr. Mann expects the 
pump of this material to be very popu- 
lar, especially during the holiday sea- 
son. 













Some Unusual Lasts 


LyNN, MAss.—Size No. 19 is the 
measure of a model of a last for a 
man’s shoe recently turned at the Gar- 
diner of Lynn factory of the United 
Last Co. No. 6%, AAAAAAAAAA 
(ten A’s) is the measure of another 
last, recently turned in the same fac- 
tory. It is for a woman’s shoes. This 
second last measures 10% inches long 
and 2 5/16 inches in width. An ordi- 
nary No. 4 B last, selected at random, 
measured 9 7/12 inches in length and 
2 2/5 inches across the ball. 

On the wall of the Gardiner factory 
is a model of the biggest last that Gar- 
diner ever made. It measures 2!'% 
inches in length, 7% inches across the 
ball and 19% inches around the instep. 
Shoes were made over this last by Ban- 
nister, of Newark. They were worn Dy 
the Rev. J. F. Farnham, of Charlotte, 
N. C., who was six feet ten inches tall, 
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Field Bros. in New Plant 


EAST BRIDGEWATER, 


Mass.—Manv- | 


| 


facturing will begin within a week or | 


10 days in the new $60,000 brick fac- 
tory just completed for the Field Bros. 
Shoe Co., Inc., in this town. Final in- 
spection of the factory has been made 
by C. J. Gillespie, engineer for the 
United Shoe Machinery Corp. Presi- 
dent Walter P. Field announces that 
the concern plans to start on from 50 
to 75 dozen a day. Part of the stock 
to provide for the new building has 
been subscribed by townspeople. Other 
officers and directors of the concern be- 
sides Mr. Field are: E. E. Field, L. M. 
Mitchell, who also is manufacturing su- 
perintendent; Fred F. Field, Paul Mit- 
chell and Leslie Hunt. 


Milwaukee Work Shoe 
Factories Extra Busy 


MILWAUKEE, Wis.—The dress shoe 
industry is improving, according to 
local manufacturers, but it is not as 
good as it was earlier in the season. 
The work shoe business is very good 
and compares well with a year ago. 


This is the regular work shoe season. | 


Fred W. Moritz, general sales man- 
ager of the Harsh & Chapline Co., said 


that the dress shoe situation is growing | 





St. Louis Market Doing 
Brisk Wholesale Business 


St. Louis, Mo.—Business continues 
brisk in the wholesale district with or- 
ders showing a distinct betterment each 
week. Reports indicate that October 
will finish with a substantial increase 
in shipments over the same period a 
year ago. This improvement in busi- 
ness is noteworthy in view of the fact 
that October of 1926 was very pros- 
perous. Profits are mentioned in the 
houses as better and earnings for the 
year should surpass those of last year. 
Factories are running heavily at pres- 
ent and with developments far ad- 
vanced regarding the spring styles, 
little, if any, slowing should be evi- 
denced in this district. 


Styles for spring is the paramount 


topic of conversation at present. Col- 
ored kids and suedes are mentioned. 
One of the larger style designers is of 


the opinion that in the South colored | 
kids will be best suited to the needs of 


that trade, while the North may prefer 
suedes for early selling. Honey-beige 
is the color mentioned most frequently 
as having possibilities of being a leader. 

Trials and pull-overs are 


ly approaching when 


| terns and materials. 


better and orders are increasing. The | 


mail order business is very good. 
At the B. B. Shoe Co., manufacturers 


of ladies’ footwear, George O. Peterson | 


reported that business 


until Nov. 10. The production is near- 
ly all on patent leathers with a very 
few tans. There are fewer patterns 
this year, and he believes this may be 
the reason for the slowing up in the 
shoe industry as far as ladies’ footwear 
is concerned. Under present conditions 
with the simple styles, he said that the 


women customers apparently are wear- | 


ing their shoes for two or three months 
instead of buying more frequently. 
The children’s shoe business is very 
good, according to H. P. Plass of the 
Simplex Shoe Manufacturing Co. 
said it is better than ever now and has 
not felt the depression that men’s and 
women’s footwear has. Dark tans and 
blacks are being taken, with a few rep- 
tilian models. Patents are very good, 


is only fair. | 
They are not cutting stock to run them | 


| Rickard Takes More Space 


HAVERHILL, MAss.—The Rickard Shoe 


Company, to take care of its rapidly in- | 
| creasing in-stock business, has taken | 


over an additional half floor at 141 
Essex Street, where its No. 1 factory is 
located. Substantial expansion will be 
permitted through the added manufac- 
turing area, and the rearrangement of 
departments. The Rickard company 
now has a floor area greater than any 
other manufacturing plant in the local 


| industry. The company has had a very 


and some combination effects are being | 


worked into children’s footwear. 


Brown Counter Expands 


HAVERHILL, Mass.—A _ substantial 
expansion in the local counter industry 
took place this week with the Brown 
Counter Co. moving from 140 Washing- 
ton Street to 143-149 Essex Street, 
where 16,000 square feet of floor area 
have been taken over for the purpose 
of jumping daily production from 40,- 
000 pairs of counters to 60,000 pairs. 
The move was made on the sixth anni- 
versary of the firm’s engaging in busi- 
ness. The firm is owned by Harry 
Brown and Abraham Blustein, both 
local shoe men of wide experience. The 
product is sold through all the major 
shoe centers of the country. To meet 
the large production figures proposed, 
several new lines of machinery have 
heen installed. 





| busy season, both local factories travel- 


ing briskly with the largest crews of 


| cutters in the firm’s history. 
He | 


Celebrate Armistice Day 


HAVERHILL, Mass.—Local shoe and 
allied factories will suspend operations 
on Nov. 11 in observance of the anni- 


| versary of the Armistice, which is to 


he celebrated in this city with a street 
demonstration and appropriate exercises 
by the American Legion. The District 
Council of the Shoe Workers’ Protec- 
tive Union made formal request of the 


manufacturers to close their plants that | 


the observance might be general. 


Narrow Fabric Co. Formed 


BrocKToN, Mass. — The 
Narrow Fabric Co. is a new webbing 


concern which has engaged a portion | 


West Virginia 


of the Ideal Factory Association Build- 
ing in this city for the manufacture of 
webbing products. President of the new 
company is Arthur W. Carter, former- 


ly superintendent of the Hub Gore | 
Works, which concern moved to Chelsea | 


several months ago. The concern ex- 


pects to be equipped for manufacturing | 


about the first of the new year. 








being | 
| rushed at present as the time is rapid- 
a decision will | 
have to be made regarding definite pat- | 





Brockton | 


WHERE TO BUY 
Men’s Shoes 


CE 


3@ STYLES IN STOCK 
Ready for Delivery en the Dot 


SMERSON SHOE MFG. 60. 
Reckland. Mass. 

















Bion F-REYNOLDS Com, 
BROCKTON, MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth. Mines 
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WHERE TO BUY 
Standard Shoe Materials 
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The One 
Waterproef 
Leather Thase 
Takes and Re- 
tains a Polish 
CRERSB @& COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 

















Strong and Flexible 


Counter Board 


Made from 
Long Fiber 
oy . by 
The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 











Fibre Board 


Adds to the Wearing Quality 
of the Shoe. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 
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WHERE TO BUY 
Ballet Slippers 





















325 W. Monree 
Chicags. 11. 





























BALLETS 
$1.16 Wos. $1.10 Miss and Child’s 
Herd Tee $2.25 Wes. $2.20 Miss and Chila’s 
White-Pink Kid. Pink-Black Satin 25c. extra 
TURN BOUDOIRS 
Black Kid $1.00 Quilted Satin $1.20 
Kid Beudeirs RIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mase. 



















BALLET SLIPPERS—IN STOCK 

of the unusual kind 
B102 Bik. Glazed aa Soft Toe 

Child’s to 11—$1.35 

Misses |i ty te ~ He 

Women’s te te 

Alse Hard th 
SCHWARTZ & HERDER, Inc. 

8 lists in Baliet Manufacture 

241 No. 11th St., Philadelphia, Pa. 




























HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 
Vones sae, 3 

Children’s, $1. is 
Sené fer Mail orders prompt- 


attended to 
~~ 2 ROSENBERG SHOE CO. 
. Srd St., Philadelphia 

































Im Stock Black Bai- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 






























BROOKS’ BALLETS 


Made on Right and Left Lasts. 


IN 
STOCK 





No. 600—Black Kid 
Womens — 


$1. 
White Kid—30c. extra 
Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 


Childrens 
$1.35 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its — service is a time 
saver in meeting immediate needs. 














Buying Has Slowed Down; 
Colder Weather Needed 


BostoN—Factories have been busy 
until recently, but during the past 
week the majority have been slowing 
down a little on volume business. This 
condition is attributed to the weather, 
which has not yet been cold enough to 
create a demand on the part of the pub- 
lic for late fall and winter shoes, and 
retail shoe merchants, finding their in- 
ventories rather high, have hesitated to 
place orders, preferring to rush in at 
the last minute when the real call 
comes. 

Salesmen selling to the wholesale 
trade are out now for spring business, 
therefore they do not have to worry so 
much about the immediate tempera- 
tures, and yet even they say that there 
is nothing like a few early cold rains, 
or cold weather, or even a snow storm 
or two, to set people thinking. 

Spring, 1928, looks like a colorful 
one. with the light wood shades pre- 
dominating. A new shade of leather 
called “Honey Beige,” is practically the 
same as the old sauterne and blond 
shades. White kid has been sampled 
generously. A tanner of heavy weight 
calf leather for men’s shoes is receiv- 
ing prices higher than the average, but 
is offering only limited quantities. as 
the market, both domestic and foreign, 
is not being supplied with the usual 
number of raw skins, because of the 
shortage in the kill. There is a con- 
tinued demand for suede shoes, and 
also a combination of suede and patent 
leather. or suede and plain calf for 
women’s shoes. 


New Wood Heel Plant 


CoLuMBuUS, OHIO (UTPS).—The an- 
nouncement is made that the ninth 
branch of the F. W. Mears Wood Heel 
Co., having headquarters in Haverhill, 
Mass., and branches in many sections 
of the country, will be opened in Col- 
umbus about Dec. 1. The plant will 
be located in a large factory building 
on Essex Street, which was leased and 
which is being remodeled and equiped 
for the branch plant. Owing to a small 
fire which occurred at the plant while 
some of the machinery was being in- 
stalled, the opening’ will be delayed. 
The equipment for the plant is manu- 
factured by the Mears Co., in its own 
machinery plant at Haverhill. This 
equipment has been designed by com- 
pany engineers and is_ esnecially 
adapted to the production of wood 
heels, which will be the product of the 
Columbus branch. W. W. Bradburv, 
manager of the St. Louis branch, was 
in Columbus for a few days superin; 
tending the installation of the machin- 
ery. Columbus was selected because of 
its nearness to a number of large shoe 
factories. The manager of the Colum- 
bus plant has not been announced. 


E. C. Wolfram Dead 


MADISON, Wis.—Edward C. Wol- 
fram, 60, president of the Radzer State 
Company overating factories in Madi- 
son, Lake Mills, Watertown, and Wa- 
terloo, died here following a two 
month’s illness. He was born in Ap- 
vieton, Wis.. and for many years made 
his home in Watertown. 











Jewish Charities Dinner 


NEw YorK, N. Y.—The boot and 
shoe trade will be represented at the 
Federation dinner of 1927 to be held 
at the Hotel Pennsylvania on Sunday 
evening, Nov. 6, to inaugurate the $5, 
000,000 money-raising program of th 
Federation for the Support of Jewis! 
Philanthropic Societies in behalf of it 
ninety-one constituent agencies. Th 
trade’s quota is $22,500, and Mile 
Bleecker and Max L, Friedman, divi- 
sion heads, will direct the work. 





Rochester Loses Two 
Trade Men by Death 


RocHEsTeR, N. Y. (UTPS)—Shoe 
men of Rochester are mourning the 
death of two of the most popular mem- 
bers of the trade here during the past 
week. 

Richard P. Martin, acknowledged 
dean of the leather trade in the city, 
died at the Genesee Hospital here fu!l- 
lowing a long illness. He was 60 years 
old and was president and treasurer of 
the R. P. Martin Company, Inc., and 
was widely known in the shoe and 
leather trades throughout the country. 

Mr. Martin had been in ill health 
for the past two years, but had not 
been forced to leave his business until 
six weeks ago. He had been connected 
with the leather trade since 1884, when 
he went to work in a Rochester tan- 
nery. Three years later he was one 
of the organizers of the leather firm 
of Martin & Sherman, and in 1901 
moved to the firm’s present location at 
26 Andrews Street. At that time the 
firm was incorporated as the R. P. 
Martin, Inc., with R. J. Ward and R. 
J. Osburn among the stockholders, di- 
rectors and officers. 

The company represented many of 
the leading leather firms of the coun- 
try. Mr. Martin was a member of 
the Rochester Association of Travel- 
ing Shoe Salesmen, the Commercial 
Travelers of America, the Rochester 
Chamber of Commerce, the Masonic 
Club and many local fraternal and so- 
cial clubs. 

Earl E. Genung, for fourteen years 
a representative of the D. Armstrong 
Company, shoe manufacturer of this 
city, died unexpectedly at Fort Smith, 
Ark., while covering his territory in 
that vicinity. His death was entirely 
unexpected, as he was supposedly re- 
covering from a_ week’s illness with 
kidney trouble. Funeral services were 
held from his home at Livonia, a sub- 
urb of. Rochester. Mr. Genung was 
a member of the national association 
of traveling shoe salesmen. 





Setting Edges 


Boston, Mass.—A new twin maciine 
for setting edges, compactly designed 
and of heavy construction, reduce: to 
a minimum the vibration so commo: to 
most edge setting machines. Features 
of importance are the means for a ito- 
matically positionirig the forepart and 
shank irons as they are needed and the 


noel design of heating units emplc ed. 


The machine is operated by eithe: an 
individual motor or factory power. ‘he 
irons can be heated by gas if prefe: red 
to electricity. 
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Godman Sold Up 


CoLuMBUS, OHIO, Oct. 29 (UTPS)— 
As a direct result of the special offer 
made by the H. C. Godman Co., which 
operates eight shoe making units in 
Lancaster and Columbus, at the time 
of the fall sales conference on Sept. 1, 
whereby dealers were offered shoes for 
delivery up to Jan. 1, at former prices, 
despite the advance in the price of 
leather and findings venerally, the en- 
tire output of the company has been 
sold up to Jan. 1. Traveling salesmen 
are closing up their business for im- 
mediate shipment, and starting Nov. 
&, will have their new samples for the 
spring trade. These samples will be 
sent to the travelers, which number 
more than 70, and they will receive 
them on the road. The new line in- 
cludes a number of new models in 
men’s, women’s, children’s and boys’ 
shoes. Shipments at all of the units are 
going out briskly and records for 
month’s shipments are being broken 
almost every month. 


Harold W. Copeland Now 
in Charge of Keith Sales 


BROCKTON, Mass.—The resignation 
of Ernest A. Burrill-credit-sales direc- 
tor of the Geo. E. Keith Co. for 21 
years, has necessitated changes in the 
line-up of Geo. E. Keith officials. Har- 
old W. Copeland becomes sales mana- 
ger with Carl G. Kendall as his assis- 
tant, while Louis E. Bouldry becomes 
credit manager with Harry B. Garland 
as his assistant. In addition, Ernest 
W. Stedman, assistant to President 
Harold C. Keith, will devote a part of 
his time to sales. Fred L. Hasey also 
will devote a part of his time to the 
sales work. 





Musebeck Shoe Company 
Operating at Danville, Il. 


DANVILLE, ILL.—The Musebeck Shoe 
Co., recently organized at Danville, IIl., 
is already in production, specializing on 
a line of men’s welts for workers en- 
gaged in outdoor pursuits such as 
policemen and letter carriers. The 
product is entirely high-pattern foot- 
wear and the leading numbers will be 
offered the trade to sell at a popular 
price. 

The Musebeck Shoe Co. is an Illinois 
corporation with $75,000 capital fully 
paid up and with the following officers: 

George E, Musebeck, president and 
general manager; J. W. Strothers, vice- 
president and superintendent; . 
Parks, secretary; and C. V. McClena- 
than, treasurer. The factory premises 
include approximately 8000 sq. ft. of 
floor space. 

President Musebeck is well and wide- 
ly known in the shoe trade through his 
former connection with the Edmonds 
Shoe Co., Milwaukee. Superintendent 
Strothers comes from the Weyenberg 
manufacturing forces, also at Milwau- 
kee. Secretary Parks is secretary of 
the Danville Finance & Thrift Co., 
while Treasurer McClenathan is presi- 
dent of the Second National Bank of 
Danville. 





Gough Manages Division 


DALLAS, TEx. (UTPS)—C. E. Gough 
has been named manager of the South- 
western division of the Selz shoe com- 
pany with headquarters at Dallas. Of- 
fices of Mr. Gough will be maintained 
in the Santa Fe building. He has been 
with the company in Texas for ten 
vears and formerly was salesmanager. 





Mr. Gough is a native Texan. 











i Getting an Eyeful at St. Louis 


[CONTINUED FROM PAGE 65] 


pageant authentic footwear styles 
which so far as it is humanly possi- 
ble to build will be shoes that from 
the merchants’ viewpoint can be 
bought with safety and style assur- 
ance. Every member of our asso- 
ciation has been busily engaged 
making every effort to present his 
line of shoes embodying the domi- 
nant style elements insofar as it is 
possible. We are convinced that the 
new era of shoe merchandising, as 
best exemplified by the outstanding 
merchants of America who success- 
fully introduce their advance spring 
shoes in January and February, is a 
sound policy that will make for 
greater profits and fewer sacrifice 
sales. The St. Louis shoe show will 
afford a splendid opportunity for 
those merchants who have not as 
yet adopted his advanced merchan- 
dising method to inaugurate the 
change for the coming year. There 
will be merchants from every city of 
importance who have progressed 





with this advanced thought in the 
shoe business. You will be able to 
review spring styles at the St. Louis 
show thirty days earlier. This style 
information will prove invaluable to 
you when you return to your store 
to plan your sales program for De- 
cember. Knowing what shoes to 
hold and those to dispose of will 
make your trip worth while.” 

Reduced railroad rates have been 
granted to the Southwestern Shoe 
Retailers’ Association, who will 
meet during the shoe pageant. When 
purchasing your ticket ask for a re- 
ceipt or coupon for a reduced return 
fare ticket. 

A three-day business session will 
be held by the retailers in the Statler 
Hotel. 

Hotel reservations for those ex- 
pecting to attend can be made 
through Frank A. Mahler, secretary, 
St. Louis Shoe Manufacturers and 








WHERE TO BUY 


Men’s & Women’s 
Slippers 








Men’s All Leather House Slippers 
8To 





for samples. 
“ROTH £ ROSENBERG SHOE OO. 
Srd St., Philadelphia 























PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Pattesms. 


$27.00 per doz. and Up 
TA = oan of 
request 


WHERE TO BUY 
Children’s Shoes 

















“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE co. 








ROCHESTER, N. Y. 
Boston Office: Statler Blidg., Rocm 532 








WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 


Make 85.000 to $15,000 a Year 
Become a Doctor of Su 


Entrance requirements, 4 
ey high school or equivalent. Course, 2 years. 
ext classes October. Opportunities to earn way 
while studying. Write for catalog. Dept. B. 








Wholesalers’ Association, at 1709 
Locust Street. 








ILLINOIS COLLEGE OF yy aa 
1327 _N. Clark Street, Chicage 
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WHERE TO BUY 


Women’s Novelties 


eh 





> $3.50, $4 & $5 Sellers 
‘Ss + 8 


ote 4 
' 
FOR YOU 3 
Minimum mark-up of 
3314 % on your 
selling price. 
Returnable samples 
sent at our expense. 4 
Samuel Cohen 
Shoe Co. 
Boston, Mass. 











~~ 




















Latest Styles at 
Popular Prices 
in Stock. ~ 

ST-NEW YORK 


—— 














FEATURE $4 RETAILERS 


Terms: 10%—20 days. 
Express Allowed 










pr. case lots. 


New Short- 
Vamps 





$3.00 

$3.10 
Patent, G. M. Pat. 
Tri 


m. 
Velvet, Suede Trim. 


Patent Leather 

G. M. Pat. Trim. 
Bik. Velvet, G. M. 
Pat. Trim. 


19/8 Spike—14/8 Cub. Whit 
ined-Leather Innere. — 


Other snappy lei. ti; lly In-Stock 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 














6 


WHERE TO BUY 
Men’s Spats 


cele era el eh Re Rd 





MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 











COs a ee es 


WHERE TO BUY 


Shoe Price Ticket Holders 


Oe ee 








POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 

Smail, neat, everlasting. Now used by Grst 

elass shoe stores. Gross $5. Half gross 

$2.75 Check with trial order. Refund if 


unsatisf 
POLLINGER Co. 


M. D. 
416 Victoria Bidg., St. Louis, Mo. 




















NEW record in the generation 
and dissemination of shoe trade 
good will was established last week 
in Chicago, where friends of Dave 


4 Davis tendered him a surprise din- 


ner at the Elks Club on the evening 
of Friday, Oct. 28. Approximately 
150 members of the shoe traveling 
and retailing fraternities gathered 
in the main banquet hall of the club, 
which had been converted by black 
and yellow decorations into a verita- 
ble Hallowe’en grotto. 

At a given signal all in attendance 
extended a hearty welcome to Mr. 
Davis as he entered the room accom- 
panied by Messrs. O’Connor, Wat- 
kins and Silver, of O’Connor & Gold- 
berg, these gentlemen having suc- 
cessfully engaged the attention of 
the guest of honor until he could be 
welcomed en masse by his friends 
whom he has served in so many and 
varied respects over a period of 
nearly half a century. 

Vocal and instrumental music as 
well as monologue entertainment 
features were interspersed between 
the courses of an excellent banquet. 
The most delightful feature of an 
unusually happy affair was the pres- 
ence of Mr. Davis’ five sisters and 
his two brothers-in-law. 

Sam G. Solomon, popular presi- 
dent of the Shoe Travelers’ Associa- 
tion of Chicago, toastmastered in 
his customarily clever manner, in- 
troducing the speakers with many a 
bright bit of by-play and brilliant 
quip evoking wholesome merriment. 

Frank J. LePine opened the eve- 
ning’s postprandial program with a 
sincere tribute to Dave’s untiring 
labors for fellow travelers and de- 
scribed his services extending 
through many years in assisting 
shoe manufacturers everywhere in 
the careful selection of salesmen 
qualified for the particular vacancies 
to be filled. 

Others who paid vocal tribute to 











“Dave” Davis Gets a Dinner 

















Mr. Davis were Walker Jensen, of 
Lackner, Butz & Co.’s sales organ- 
ization; Judge W. Helander, of Chi- 
cago’s Municipal Court; “Ned” Ray, 
of the BooT AND SHOE RECORDER, 
who closed his remarks with the 
presentation of a fine traveling bag, 
the gift of Dave’s many friends in 
the local trade who desired to ex- 
press in material form the affection 
and esteem in which the recipient of 
this handsome gift is universally 
held. 

Charles W. Heilbrun, secretary of 
the Chicago “Travelers,” read a 
sheaf of letters and telegrams from 
members of the trade and others 
who regretted their absence from 
the dinner and extended the heart- 
iest good wishes to their friend 
Dave. 

The meeting closed with a brief 
but brilliant acknowledgment by 
Dave. 

“No man worthy of the name,” he 
began, “could fail to respond to the 
wonderful tribute you have paid me 
this evening. If I have done aught 
which has helped or appealed to you, 
it.was because of your kindly, help- 
ful attitude toward me. 

“So let us go on working together 
all through the years and maybe 
fifty years from now, when I am an 
old man, I shall look back on this 
evening and on our friendships and 
live my life all over again.” 
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WHERE TO BUY 


Store Fixtures 


6 Ee EE ee 


GOOD WINDOW 


FIXTURES 


Shoe Store Designers and Builders 


Cc. L. GOODWIN & CO. 
WORCESTER, MASS. 
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For character and snap in 
your Junior Department 
this Fall—we recommend 


The “DANDY” 


n, of 





rgan- 
Chi- 

Ray, 

— In step with the marked tend- 
1 . . 

bag, ency being shown today in the 
oof buying of Junior footwear, the 
ction “Dandy” is of welt construction, 
nt of 


which insures excellent service— 
and it expresses a pattern which 
lends itself most admirably to at- 
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riend Dandy” is also made in Sandal- 
| The wood Tan Calf with stroller calf 

brief “DANDY” ‘ ; . . 

- by . trim, in coffee brown elk with alli- 

» he showing how it gator trim, in Gun Metal Calf 

0 the looks made up in .. : 

Arse panda eR with patent trim, etc., etc. 
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re FERRIS SHOE so 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 


PHILADELPHIA 


Welt Factory at Philadelphia. Turn Factory at Cleveland, O. 
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Merchants Shoe Offers 
Seasonable 
Goodyear Welt Oxfords 
In-Stock 





WELLESLEY 


Black Calf, Reptile Trim. 
Tan Calf, Reptile Trim. 
9/8 Flat Heels 
12/8 Cuban Heels 
A-B-C 


$3.50 





RADCLIFFE 


Black Calf, Reptile Trim. 
Tan Calf, Reptile Trim. 
Crepe Soles 
B-C 


$3.60 


Ne initial orders for less than 12 pairs. 






SHOE CO. 
ready aD) 
~ ik 


57 Lincoln St., Boston 














Imported English Field Boots 


IN STOCK 


These English field boots 
are full leather lined, 
with stout first quality 
double sole, and have 
that custom-made appear- 
ance and distinguished 
style. They are easy fit- 
ting and comfortable, 
and are the products of 
workmen having behind 
them the traditions of 
generations of fine shoe 
making. 

Write for complete cata- 


logue of puttees, riding boots 
and accessories. 


No. B-2780 
Tan Scotch grain 

3 a pair 

No. B-2790 
Black Scotch ain 

$13 a pair 

No. B-1786 

Black or Tan 
Willow Calf 
$13 a pair 























COLT-CROMWELL CO., INC. 


596 BROADWAY 


NEW YORK, N. Y. | 

















| 
| 
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PRODUCTS 


a 
ORE ALES 











Truly Well Made 


SPATS 


In Cloth, Style 
2112: Fawn, Pear 
Grey, Grey, Beaver 
and Brown; doz. prs 
— $15.00 

Colors in BE 
Felts: Fawn, 
Taupe, Pearl 
Grey, Brown and 
Black; doz. prs. 
$11.00 


In Cloth, Style 114: Leathe 

trimmed, Hand Sewed Buttons; Faw: 

Pearl Grey and Grey; doz. prs. 
$21.00 


In Cloth, Style 117: Fawn, Pear 


Grey and Grey with Hand 1 Bu 
oat 


. tons; doz. prs. 16.50 


In Genuine Box Cloth, Style 115: Fawn and London Gre 
Leather trimmed, Hand Sewed Buttons; doz. prs. $32.00 


In Felt, Style 113: Fawn and Pearl Grey, Hand Sewed Bu 
tons ; doz. prs. $13.0" 


Ask Manolis About the New 
hee er oe INITIAL | 
A Few Pairs of Buckles Suffice 
for a Complete Set of Initials 


MANOLIS MFG. CO. 


4248 N. Crawford Ave. Chicago, II! 
Manufacturers and Distributors of Fine Shoe 
Novelti in Leathers, Rhinest and Metals 
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HE shank of the shoe — like the chassis of an automo- 

bile — is its most vital part. To withstand the weight, 
fri&tion, and severe strain to which it is subjeéted, a high 
carbon steel, well tempered and hardened, is necessary. 


The CRAWFORD ARCH SUPPORTING SHANK embodies the 
combination of rigidity and flexibility. It is a resilient 
steel brace built into the shoe. A truss, riveted to the 
under side of the shank, keeps it in its original curved 
shape. One end of the shank is slotted and fitted around 
a split rivet, so that it will slide back and forth as the 
weight of the body is applied and removed from the foot. 
In this way, the shank is always snug against the arch of 
the foot, yielding just enough, under pressure, to accom- 
modate the natural flattening of the arch. When the foot 
is raised, it springs back into its original position. 














United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
































SALESMEN WANTED 








SALESMEN WANTED 


SALESMEN WANTED 











accounts. 


lines. 





Liberal commission contract. 


Box No. 30, 


WANTED 


Salesman for Men’s medium priced Welts to large department and chain store 
Please do not apply undess experienced or successful along above 






Write C. A. Goding 





Nashville, Tennessee 























Support Shoes for Women. Retailed from 





A MEDIUM PRICED CORRECTIVE SHOE FOR A SIDE LINE 


Salesmen Wanted—to carry on commission manufacturers line of 12 ‘‘Air-O-Pedic Arch’’ 
six to seven dollars. These shoes have special 
features not found in any other shoe and appeal at once to merchant and consumer. Terri- 
tories open: All states south of Pennsylvania and Ohio and West of Mississippi, except 
coast states. Prefer men who work their territories close. 


AIR-O0-PEDIC SHOE CO., 126 Summer St., Boston, Mass. 











Boston, Mass. 


SALESMAN WANTED—Competent salesman 
with established trade to sell on commission 
basis our popular price line of soft soles and 
juvenile shoes in Indiana, IWinois, Minne- 
sota, North Dakota, Colorado, Kansas and 
Central New York. Spring samples now ready. 
Give .full particulars and references in letter 
of application. H. H. FREELAND, INC., 
Rochester, N. Y. 





WANTED-— Salesman to carry a line of 
men's and boys’ fine welt shoes for west- 
ern Pennsylvania. Address G. P. CRAFTS 
COMPANY, 147 West Broadway, New York 
City, N. Y. 


Promotional znd Department Store “Slipper Salesmen” for 1928 


Manufacturer of most complete SLIPPER LINES for Men, Women and Children in Soft 
Soles and Hard Soles merchandising direct and thru Jobbers—is desirous of opening negotia- 
tions for two (2) high class Slipper Salesmen and Proven Producers. Territory—all sections 
East of Mississippi; to work with our Jobbers and calling on Department Store Trade. A 
wonderful proposition. Write immediately, your facts, experience, territory covered, approxi- 
mate shipments made, to Boot and Shoe Recorder, Box D-133, 207 South St., 












ANTED—Several high grade salesmen to 

carry attractive and medium priced line of 
infants’ to growing girls’ welts and turns to 
the larger retailer and department stores. The 
line is well known and we have an attractive 
a for representative men. Address 
)-130, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ANTED—Salesman for Texas and border- 

ing states to call on high grade trade. selling 
our children’s and misses’ high grade welt shoes. 
State experience and give reference. Address 
D-126, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMEN WANTED. Any salesman han- 

dling women’s and misses’ shoes to retail 
trade, can sell quantities of our exclusive NEW 
detachable popemsed buckles for OXFORDS as 
well as PUMPS. Carry two or three in your 
pocket and earn extra dol'ars everv day. 
15 per cent commission basis. Write for par- 
ticulars. Address D-127, care Boot and Shoe 
Recorder, 239 W. 39th Street, New York. N. Y. 





ANTED—Salesmen with established trade 

to represent us in Michigan, Minnesota, 
Colorado, Mississippi and Ohio. We have the 
largest and fastest selling line of women’s 
novelty shoes in the country, selling at one 
price of only $2.85. Liberal commissions and 
wonderful proposition to men of proven ability. 
SPECIAL SHOE COMPANY, 1332 Washing- 
ton Ave., St. Louis, Mo. 















N ationally Known 
Manufacturer 


of Men’s shoes to retail at 
$7.50, desires experienced suc- 
cessful salesmen with whole- 
sale shoe record. Quick action 
necessary. Several territories 
available. Address D-125, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





















WANTED—Salesmen with established trade 
to sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Iowa, 
Louisiana, Colorado, Minnesota, Mississi)pi, 
Nebraska, Ohio and Wisconsin. Money making 
proposition for the right men. SHU-STILES, 
INC., 1330 Washington Ave., St. Louis, \o 





LINE WANTED 





LINE WANTED — Women’s novelties and 
Men’s Shoes from $2.25 to $3.00 for Georgia 
and Florida. Three years in this territory 
calling on good accounts, at present 
ployed and wish to make a change. Address 
HUSTLER, P. O. Box 827, Atlanta, Ga 





ON-CONFLICTING specialty lines wanted 

by resident salesman for Norfolk, Va. 1 
vicinity. Commission basis. Stock proposi''0n 
only. Address D-132, care Boot and Se 
Recorder, 207 South St., Boston, Mass. 
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HELP WANTED 


FOR SALE 








WANTED 


An experienced shoe designer and pattern 
maker. Rubber shop experience preferred. 
State experience and salary desired in 
first letter. Address D-131, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











7. ANTED—Manager for a shoe store. A man 
that can increase a business of $100,000 
$200,000 a year. Good wages with oppor- 
iity to advance. Also can share in the profits 
the business. Population of the town is 
ut 10,000. Address D-129, care Bvot and 
Shoe Recorder, 207 South St., Boston, Mass. 


OR SALE—Six rolling ladders, track, and 

poles in perfect condition. Made by The 
Bicycle Stepladder Co. No reasonable offer 
refused. HOLBROOK’S SHOE STORE, 
Danbury, Conn. 








WANTED TO PURCHASE 


CASH PAID 


for entire shee stocks er surplus stecks of 
shoes or other merchandise. Any yuaulity 
Prompt attention given. 


KIRSCH-BLACHER CO., In< 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











FOR RENT 








FOR RENT 


Richmond, Virginia 
100% Men’s Clothing, Furnish- 
ing and Shoe Store 
On Richmond’s only 100% solid men’s block. 
Dimensions 20’6” wide by a depth of 134’. 
Contains basement and three floors. Posses- 
sion Mareh Ist. 1927. Rental per year most 
reasonable. Same block with Bond Brothers, 
Meyer Greentree’s, and Golde Clothes. Will 
be pleased to submit pictures, plats and 
full information upon request. 
GORDON E. STRAUSE 
Broad at Seventh, 
Richmond, Virginia 











FOX RENT in Albany, New York. Best 
corner on North Pearl Street. Space for 
shoe department in cloak and millinery store. 
Permanent window display. Immediate posses- 
sion. Size about 30 feet along the wall and 
extending about 8 feet into aisle. Rent very 
reasonable. $200 per month. Address HOLLY’S, 
63 North Pearl Street, Albany, N. Y. 





POSITION WANTED 





INGLE man, age 34, with several years expe- 
rience in credit and collection Qeartmente 
of shoe manufacturers, desires position in a 
similar capacity. Good references. Address 
communications to H. S., care of Box 18, 
Milwaukee, Wisconsin. 





HOE SALESMAN RETAIL—wWants position 

better grade women’s or family store. 7 
years’ experience. Moderate salary. No objec- 
tion out-of-town. ISAACS, 2954 W. 30th St., 
Apt. 106, Brooklyn, N. Y 


ALESMAN, experienced, would like to handle 

manufacturer’s line of popular priced men’s 
shoes, rubber footwear, house slippers. Address 
D-128, care Boot and Shoe Recorder, 239 W 
39th St., New York, N. Y. 











STORE SUPPLIES 


Milbradt 
Ladders 


Eps] Made for 40 years 
ei by the original in- 
- | ventors. 








popsnee 


Lb 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


# 
ye 


MM 


|| ays 


‘ 

















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object 
Retail or wholesale. Short term leases taken 
eff your hands. Wire or phone us. Corre 
spondence confidential. Established 1890. 
MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, — | 
is, ete. Dry Dock 085: 














Sell Us Your Left Over 


New York Export Purcnasine Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








Solves the problem of where to 
put your shoes. Ideal for Homes, 
Apartments, Hotels and Institu- 


$1. 


Retailer 


Made of steel, 
beautiful bronze 
or black enamel 
finish. Twosizes 
—20 inch for 
small doors, 24 
inch standard 
size. 


>ne complete 
Remrak with 
screws and di- 
rections in a 
box. 


Display si 
with eve 
dozen. 





Sell 
retall 


* 


fer $12.00 
cost you 


Try a dozen. They 
sell themselves. 


R. E. MILLER 
21 Pearl St., New York 














MERCHANT NEEDS 





: “WINDOW 
DISPLAY FIXTURES 


933 ARCH ST. 
PHILADELPHIA, PA. 


LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-SOW 34 Jae tee 
Phone WISCONSIN 8130 




















Est. 1916 


MBERS 








Display Fixtures 
41 W. 35th St, New York 


now comes 
the new, Silk cov- 
ered — coler: 
Swis sHO 
rORMS. 
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MERCHANT NEEDS 





MERCHANT NEEDS 





HOTELS 














Display Men Like Oar Fixtures 








WINDOW DISPLAY FIXTURES 


CATALOG 

















hye a eal 


“MANY SALES ARE MADE ON THE SIDEWALK” 














Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, O. 


No. 611 W. 4th Street 




















PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 


.. a Special 
Rights Prices for 
Fully Quantity 

Protected Users 





SAMPLES GLADLY FURNISHED 
Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 















ESTABLISHED 


LABEL 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 




























263-27) LEXINGTON AVE, BRODKLYN, mv 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCS 








Florida Shop Moves 


Miami, Fra. (UTPS)—Frank A. 
Goldsmith, proprietor of The Florida 
Toggery Shops, Miami, has moved his 
Flagler Street store into a part of the 
newly remodeled building on Seven- 
teenth Avenue occupied by the Men’s 
Furnishing Shop. This department of 
The Toggery handles high grade shoes 
for men, women and children, together 
with a complete line of. hosiery for 
women. The new location is a much 
more desirable one than the old; it faces 
a busy thoroughfare and is the center 
of a neighborhood group of business 
houses that cater to a nice class of 
trade. It is a community where qual- 
ity rather than price is considered, and 
the business does not depend upon vol- 
ume for expansion, but rather high 
grade moderately priced goods. Cour- 
tesy is the keynote of the business. Fol- 
lowing the policy of a well known cigar 
shop, no customer is ever dismissed 
without a “thank you,” and the thank 

ou is not merely a careless formality, 
ut carries with it a note of sincere ap- 
preciation. 


Opening Branch Store 


NEw Boston, OnI0 (UTPS)—A 
branch store is to be opened in the near 
future at 4211 Rhoades Avenue, New 
Boston, by the Newark Shoe Store 
branch at 306 Chillicothe Street, Ports- 
mouth. The store will be managed tem- 
porarily by L. H. Merrifield, who is now 
manager of the Portsmouth store. The 





store will be operated as a branch of 
the Portsmouth store. 


Open Foot Clinic Dept. 


(UTPS)—The Leon 
Kahn Shoe company, in keeping with 
its policy of “better service when it is 


DALLAS, TEX. 


possible,” has opened a “foot-clinic de- 
partment” for the scientific fitting of 
corrective shoes. It is said only a few 
of the larger shoe houses of the coun- 
try are giving their customers this 
specialized line of service. In the 
“foot-clinic department” free examina- 
tions are given by an expert chiropodist 
and proper shoes to correct any foot 
disorders are recommended and scien- 
tifically fitted. 

Robert H. Rettman, post graduate of 
the Illinois School of Chiropody, gradu- 
ate of Dr. Scholl’s school of practi- 
pedics and former foot specialist in the 
army in France, is in charge of the new 
department. 


* 


A-W Stocking Browns 


The Ault-Williamson Shoe Co: of 
Auburn, Me., recognized throughout the 
trade as specialists making black turn 
shoes exclusively, announces the addi- 
tion of brown kid to its Constant Style 
line. This move, prompted by Ault- 
Williamson’s “Constant Co-operation” 
policy, comes at a time when black and 
brown are popular in women’s new fall 
and winter costumes. Their new brown 
numbers are in stock at both St. Louis 
and Auburn in oxford, tie and stra 
patterns. Covered wood heels, whic 
have been popular on the A.-W. black 
shoes, are featured on the new brown 
creations. 











The Breakers 
§o modem in equipment and 
wall contested i: beeen a8 
one of the Worlds finest Hotels 


plan a Sojourn ty the Seaand visi 


Breakers 


ATLANTIC CITY 


JULIAN HILLMAN 
her Prensdent & Masage- 



























Craddock-Terry Co-op 


Meets 


RICHMOND, Va. (UTPS). — Th 
Craddock-Terry Co-operative Associa- 
tion, which is made up of nearly 3000 
employees of the Craddock-Terry Sho 
Company, at Lynchburg, Va., held its 
annual meeting recently at the Aca 
demy of Music, when reports showe: 
the income of the Association for the 
past year was $38,000 and expenses 
$35,000. Sick benefits aggregating 
$20,000 were paid, and $4,890 in birth 
benefits. Officers elected were: presi- 
dent, L. A. Mills; vice-president, R. P. 
Perkins; secretary-treasurer, J. G. 
Butler. 


May Lose Shoe Factory 


RICHMOND, VA. (UTPS)—Fredericks- 
burg is in grave danger of losing one of 
its largest and most prosperous indus- 
trial plants because of its inability to 
secure the necessary factory space to 
carry on its operations. 

Following the collapse of negotia- 
tions with local business men for the 
construction of an addition to its plant 
on the National Boulevard, the Vir- 
ginia Shoe Company is considering at- 
tractive offers from other cities and ex- 
pects eventually to transfer its activi- 
ties to some other place where it can 
secure the facilities required. 





Miller Campaign Manager 


CoLumBus, OHIO (UTPS)—Named 
for the third consecutive year as cam- 
paign chairman of the Columbus Comm- 
munity Fund, F. A. Miller, president 
of the H. C. Godman Co. of Colum! 
which operates eight shoe factories in 
Columbus and Lancaster, has_ been 
signally honored by the people oi 
Columbus. Mr. Miller, who. has been 
prominent in charitable and civic +f 
fairs of all sorts, summoned the | 
workers who are divided into 88 tea: 
for a grand rally just. previous to ‘‘\c¢ 
opening of the campaign. The Com- 
munity Fund obviates private solic 
tion of contributions for charity. 


an 
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Kid Boudoirs 


Greeley Boudoirs, a pretty, practical 
house slipper of established reputation, 
made in black or colored kid, with 
leather or rubber heels. 
Your jobber should have 
them. If not, write us. 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 


Deliveries At Once 








ms 12 Duncan Street - - - Haverhill, Mass. . 





+ SOSOSPOSOOSS OOOO OOSOOSHOOSOSOSOSOS 


Featherweight Ice Creepers! 


juin aay Thoroughly practical. Easily 
rs attached and removed. They 
grip and hold securely. 


Made with woven strap and 
buckle. 


Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 


Retail for 50 cents per pair. 
Deer's price $4.00 per dozen 
pair, 


Order from your jobber, or 


A Money Maker! we will ship direct C.O.D. 


CHURCHILL MFG. CO., Inc. 


278 Thorndike St. Lowell, Mass. 
eRe ee eee ree e Peete eer -seeweeoe 


$ 
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PER MONTH 


Brings oy 

Ihe New 
3 ~ Improved, 
Recorder Selling Messages 


WITH YOUR ORDER 


4 beautiful gold or silver two-tone polychrome easels 
with your store initials hand embossed. 


EACH MONTH FOR A YEAR 
8 handsome hand designed and strikingly decorated 


cards, each with a real up-to-the-minute selling message. 
600 PRICE TICKETS 
100 sent every sixty days to harmonize with cards. 


ORDER NOW 


Recorder Show Card Department 
189 W. Madison St., Chicago, Illinois 
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Schack’s New Christmas Flower 


Book 


NOW READY 


Send For It 
Today 


FREE 


For the 
Asking 








Schack’s new Christmas Flower Book is the most 
complete flower book published. It contains hundreds 
of 4 color illustrations of original and practical de- 
signs for your Christmas windows and interior dis- 
plays at a price you will be pleased to pay. Be sure 
to get a copy of this book before placing your order 
for Christmas decorations. 


Send for Our New Floral Parade Book 


Visit Our New Studio and Salesroom, Main 
Floor, Factory Bldg., 134 N. Robey St. 


SCHACK ARTIFICIAL 
FLOWER CO. 


134-40 N. Robey St. CHICAGO 














APPROVED BY i 
MEDICAL MEN 
the ankles 


oe, the Burkley Venti- 
Foot Developer is unexcelled. 
Well known surgeons recommend its 
ase. 
Make your stock of 
children’s shoes com- 
VENTILATIONS a as 7 
PATENTED ? 
Phone Brockton 2138 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 Ne. Main Stree 
Brockton, Mass. 


























30 Lines — Men's House 
Slippers. Always in stock. 
Price Range $2.25 to $4.25. 
Ne. 447 — Tan Kid Opera. 

$2.25 


NLL Lm 


Ne. 447 
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The Boot and Shoe Recorder 


» ° 
Serves in 
Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THE Boot anp SHOE RECORDER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


COMMON SENSE OF FASHION 
The New Shoe Style Idea. 


MEN’s CAMPAIGN ASSURED Success Increasing Consumption 


A. H. Kenyon Reports Progress. 
Opinions of the Editor 


By “Helpful Hank” 
The Style Conference 


THE VOICE OF THE RECORDER...... 
MAKE YouR STORE DIFFERENT 

GREAT FORWARD MOVEMENT STARTS 
NATIONAL STYLE SPRING PROGRAM. Committees’ Reports .. 
Palm Beach and South 


(Charted) 


First STYLE SHOWINGS FOR SPRING 


OFFICIAL COLORS FOR SPRING AND 
SUMMER hs deh 
Costumes and Shoes Harmonized. 


GETTING AN EYEFUL AT St. Louis... The Coming Pageant 


WHo’s WHO ON THE RoaD By Helen M. Haney 
News of the Travelers. 
SHOE MERCHANTS NEWS About Retailers 


SHOE MARKET NEWS Among Manufacturers 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE BOOT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MASS. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 





ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
CHARLES H. FURBER 
R. D. NorTHROP 


HucuH M. Bowsn 


A. C. PEARSON 
P. M. FAHRENDORF 
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SUBSCRIPTION RATES 
The subscription price of the Boot anp SHop Recorper is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). . 
FOREIGN SUBSCRIPTION—The price to all foreign — except the above is $6.00 per 
year including posta 


All subscriptions are payable in advance. "oil copies 25 cents. 





A request for change of address must reach us at least thirty days before the date of tseue 
with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 
through fatlure to send such advance notice. With your new address be sure also to send us 

the old one, inclosing if possible your address label from a recent copy. 
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Member of the Audit Bureau of Circulations 
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A buying guide to 


Arch Aid Shoe Co., Rochester, N. Y..... 


Aronson Bros. Shoe Co., Inc., Boston, 


Bancroft-Walker Co., Boston, Mass...... 

Bates-Dow Co., Inc., Brooklyn, N. Y..... 

Best-Ever Slipper Co., Ine., Brooklyn, 
N. Y. 


Blog Shoe Co., New York City 
Brockton Co-operative Boot and Shoe Co. 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 
Burdett Shoe Co., Lynn, Mass 
Burkley Shoe Co., Brockton, Mass........ 


Capital Shoemakers Inc. St. Louis Mo... 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston......... 
Colt-Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Conrad Shoe Co., Brockton, Mass. 
Coon, W. B., Co., Rochester, N. Y 


Crossett, Lewis A., 


Douglas, W. L., Co., Brockton, Mass.... 
Duane Shoe Co., New York City 


Edwards, J., & Co., Philadelphia... .4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 
Emerson Shoe Mfg. Co., Rockland, Mass. 
Endicott-Johnson Corp., Endicott, N. Y... 


Evans, L. B., Sons Co., Wakefield, Mass... 


Ferris Shoe Co., Phil., 
Florsheim Shoe Co., Chicago, 


Fried, Lazarus, & Sons, Inc., New York 
Friedman-Shelby Shoe Co., St. Louis, Mo. 


Goodrich, B. F., Rubber Co., Akron, O... 

Greeley, A. W., & Co., Haverhill, Mass... 

Green, Daniel, Felt Shoe Co., Dolgeville, 
Bw. Z. 


Hooley, W. F., Shoe Co., Lynn Mass.... 
Hoyt, F. M., Shoe Co., Manchester, N. H. 3 


Ideal Baby Shoe Co., Danvers, Mass..... 
Keith, Geo. E., Co., Brockton, Mass... 


Lilly, Henry, New York City 


Lyons & Company, New York City 


Mayer, F., Shoe Co., Milwaukee, Wis... 
Merchants Shoe Co., Boston, Mass..... 
Menihan Co., Rochester, 

Minor, P. W., & Son, Batavia, N. Y... 

Mitchell-Welsh Shoe Co., Lynn, Mass... 


Nettleton, A. E., Co., Syracuse, N. Y.... 
Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, 
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Next Week 


you will find 
in the 


Boot and Shoe 


Recorder 


HE “bulge” is on men’s shoes 
and the styles conference was 
a men’s feature through the efforts 
of Jesse Adler and Ernest Burrill— 
both appearing in next week’s issue 
—you will want to meet them and 


their ideas. 


HE fourth dimension in next 
week’s issue is Color—with 
Margaret Hayden Rorke playing the 


color spectrum for Spring. 


P. I. starts*on his long trip— 

@ every State in the Union in 

1928 and most every store—welcome 

him with an idea and he will leave 
you two in its place. 
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NO STAMP—NO SALE 


HE average Trade Unionist looks for the Union Stamp and if missing 
will say nothing as he does not care to make himself conspicuous by 
arguing with the clerk. 


Trade Unionists buy their shoes from merchants whose shoes they know 
bear the Union Stamp and Shoe Manufacturers and Retailers cannot judge 
the demand for Union Made shoes by the number of actual requests. 


You must show the Union Stamp if you want the patronage of Trade 
Unionists, their families and friends. 


BOOT & SHOE WORKERS’ UNION 
246 SUMMER STREET BOSTON, MASS. 
Affiliated with the American Federation of Labor 


“OLLIS LOVELY CHARLES L. BAINE 
General President ; General Sec’y-Treas. 
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Tre Reatty I[Mportant IHING~ 


“WHAT’S INIT?” 
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‘OVEN into patterns of new beauty. Nar || Clocks—for these shadowy arrows inverted at ¢ ll Wi 
rowed to exquisite proportions . . . these new ]]_ knee set off to perfection the simple street or sport 
designs by Gordon. And so everywhere today you | costume. $3 the pair 
see lovely ankles sheathed in Gordon hose! I In every Gordon number—and ¢ 
, TS very delicacy is dar ss 
The striking Gordon V-Line, for instance—de ing — the ase Gorden Nar | them, from $1.50 to $3 d 
signed by an artist to give to the ankle a new look row Heel stocking which jj thing, more that has always distingu shed i Gord 
of tapering loveliness . . . to the ensemble a new lends a look of fragile grace }] hose. Perhaps it is the weaving—for every th 
note of distinction. Developed both in clear chiffon to the ankle it adorns. Pure is perfect. Perhaps the fit—which is slim perf 
and in smooth medium weight. $2.50 silk to the bem, $2.00. See tion. Or the coloring—soft, lasting, exquisit 
While Gordon Shadow Clocks—in whose sheer |} this new Gordon number since all Gordon dyes are made by the sp! r 
chiffon is caught the graceful tracery of ashadow— |} at your favorite bosiery European formulas. And perhaps it is ply th 
are another way of accenting slim ankles delight counter today | rare combination of all these which makes cach 
fully. Made with the new Narrow Heel ; the clocks pair of Gordon hose a perfect example of its k 
either self-colar or a contrasting shade. $3 Made only by BROWN DURRELL COMPANY, 
See, too, the striking originality-of Gordon Top {|____ — j| New York—Boston. 
am, 
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in the national magazines 


Gordon advertising is occupying full page space during 
the fall season in Delineator - Vogue + Harper's Bazar - 
Cosmopolitan + Woman’s Home Companion + The New 
Yorker and Good Housekeeping. It should help you quite a bit 
with the Gordon V-Line, Gordon Shadow Clocks with the new 
Narrow Heel, and Gordon Top Clocks. Not that these out- 
standing styles need a great deal of help—beyond display. 


BROWN DURRELL COMPANY 


11 WEST 19TH STREET, NEW YORK . 104 KINGSTON STREET, BOSTON 


Brown Durrell Company has been selected by The Fashion Coordination 

Bureau as the source of hosiery styles and colors for The Fashion Co- 

ordination Chart and The Fashion Coordinator . . a significant tribute 

to the style leadership of Gordon Hosiery. The new style features of the 

outstanding manufacturers of silk fabrics, millinery, shoes, ready-to-wear 

garments, gloves and other accessories will be definitely taken into account 
in the preparation of our entire line. 
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Beautiful hosiery in 
a gorgeous packing 


Roman Stripe styles give every 
advantage to the profit seeking me 
merchant. «a 
The beautiful packing will 
make it particularly salable in 
the holiday season.  Corre- Bit ¢ 
spondence is invited with mer- the 
chants who appreciate the un- If : 
usual opportunity offered in =. 
the Roman Stripe line. trot 
Style Per Doz. 


825—Chiffon weight pure silk hose, with pun 
special service sole of fine lisle 812.50 all 

835—Medium service weight hose all pure silk a : 
This strik- from tip to toe 14.50 logi 
ing box 8$45—Forty-five gauge four thread chiffon hose , 
has been de- of finest quality China silk, full thirty pun 
signed in beau- inches in length with Picot Edge....... 15.50 mn « 
tiful colors and ’ ‘Oa 
is particularly F.O.B. Easton, Pa. al 
useful in win- 


anon counters, ROMAN STRIPE MILLS, Inc. tisin 
e EASTON, PA. mos 
Sole Selling Agents play 
Combine Hosiery Corporation, 1107 Broadway, N. Y. & bar; 
(See back cover) vert 
_ BB Ho: 
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The “IT” and economy 
of worthy hosiery .... 


By A. L GUDE 


You have always found the kind of 
homery quality--the value —cthe expert, 
courcous assistance im selecting ut — at 


GUDES 


123 South Broadway 


GOOD SHOES & HOSIERY 


2) Wot Seventh 125 Seuth “Broadway 


HEN 170,000 people will pay 
over $2,000,000 to see two 
men trade punches in the prize ring, 
it is significant of the fact that the 
“punch” the “wallop” the “sock,” 
or whatever you may choose to call 
it occupies an important place in 
the collective minds of Americans. 
If you are going to entice dollars 
from the pockets of the public, vou 
have to use the old wallop or the 
punch to do it. Astute merchants in 
all lines are realizing this psycho- 
logical fact, and advertising with the 
punch and the wallop is developing 
toa remarkable degree. 

The punch can be pvt in adver- 
tisng in a number of ways. The 
most obvious way, of course, is to 
play up price. Everybody loves a 
bargain. But the fact that price ad- 
vertising has been overdone and has 
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PUT 
A 
PUNCH 
IN 
YOUR 
ADS 


New Points of Attack Now 
Being Used by 


Merchants 


CAOT Oo 


become commonplace has shorn it 
of its effect. Only in case of a real, 
honest and big price cut should 
price advertising be used. 

A second, and more subtle method 
of injecting the “punch” in adver- 
tising is through the use of some 
new talking point in connection with 
the merchandise to be sold. This is 
particularly true of hosiery at 
present. 

A. L. Gude, that progressive 
Pacific Coast shoe merchant, actually 
puts “It,” the ephemeral quality de- 
veloped in recent books and films. 
into his hosiery advertising, as illvs- 
trated in the reproduction at the top 
of this page. As he says, “Hosiery 
today means a good deal more than 
merely procuring tube encasements 
for the limbs. They must have ‘IT’ 
—a luring smartness.” He cleverly 














Draw the 





Christmas 





18 
Trade 





With DeLuxe Gifts of Hosiery 


Altogether different from customary 
Holiday Hosiery selling. Perfected from 
a careful study of the thousands of Holi- 
day Gift Hunters and their Buying 
Habits. 


People shop at Christmas from store 
to store seeking “something ‘nice’ for 
John or Jane.” 

But strangely, John or Jane are not 
the only considerations in the selection 
of that Gift. Those Shoppers, their Gifts 
must stand out... novel, unique, clever! 

That’s why shoes are 
painted baubles “fly.” Hosiery is too 
often along with the shoes—not “cute” 
Yet everybody wears hosiery. 


slow but the 





enough. 


Westcott has created the 
Clever Gift of Hosiery .. . 
for those who would never have pur- 
chased hosiery otherwise. 


Boxes, unusval in shape, design, col- 
oring—socks and stockings, especially 
selected and patterned for Christmas. A 


very unique arrangement of hosiery 
within the boxes. Harmonizing Gift 
Cards. 


DeLuxe Gifts of which the Cive 


is Proud 


The men’s hose in sturdy boxes of tx 
separate shades or designs. The celicat 
silk stockings in single boxes are en 
folded each pair in its individual cover 


At $1.00, $1.50 and $2.00 a box at 
retail. 

Our Gift plan’s Clever way of settir 
favorable attention of those thousands « 
shoppers is all that is required to pla 
these clever Gifts along with [landker 
chiefs, Jewelry, Novelties, Leather 
Goods, Stationery, in Christmas interes 
and to considerably surpass them in sales 
dollars. 


Shoe stores can sell these hosiery Gifts 
in amazing volume . . . because they a! 
Gifts, not just hosiery. 


Three years of development of 
Westcott Gift Idea, has shown wondro 
records. There will be eight times 
many of these Gifts sold this vear 
there were in 1925. Stores previous! 
handling these gifts always repeat. Suc 
is our experience. 

We can give you a clear idea of w! 
we are talking about if you will reques 
our convenient sample set Write f 
it now. 


WESTCOTT. HOSIERY MILLS 


DALTON, GEORGIA 
On display: 358 Fifth Ave., New York; 320 Santa Fe Bldg., Dallas; 201 Maritime Bldg., Seatile 
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The 
Ho 


s of two 


» delicate 


are en ; 4 . . 
al cover combines this luring quality of 
hosiery with service, at once appeal- 








box at ; ‘ farrer et Bahl 
ing to the vanity of a woman and USSEKS | 
rs her innate sense of thrift. rw pow 
rettu > ra « al . 
sands of Peck & Peck, who maintain hos- Greater Economy— 
to plac iery stores in New York and other Mons LOVELINESS 


landker important centers capitalize the , 
Leather Page on JONGER , 
ae argument on long and short skirts WEAR jb 
= ailien as the “wallop” in one of their ads UY 
reproduced here. 
ry Gifts We show the small ad of Lord & 
they arc Taylor, New York, mainly as a 
sample of what can be done in a 
small space. The idea of hosiery, 
and in large quantities is adequately MARYLIN 
conveyed by the drawing. Yet it 
has plenty of “punch.” HOSE 
In the ad of Russeks, New York, 
the drawing of the legs of what is 
presumably a chorus, lends a new 
angle. The chief appeal is made on 
the basis of economy and _loveli- 
ness, just as it is in the Gude ad. 
The use of the words “smart,” 
“gleamed,” “beauty” in the wording 
of the ad, all serve to make an im- 
pression upon the woman customer. 
, Seattle They give the necessary “punch.” 


ad onl Aephore orto Wikkornn too Homer Snor= Maw Phos 
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A. showcard 
that sells. 
Send for 


yours. 


* copyright 
192% 


E_AHIRNER 


" paTENTEE 


Put this 22 inch showcard in your 
window. It will start a discussion 


and bring customers. 

The leg of a Hirner Foot Hose has 
enough elasticity to conform itself from 
a 7-inch ankle to an 18-inch calf. 

The Rib Knit extends to the heel, arch strand pure Japan silk 
and over the instep, giving the needed sock ‘eee? ° 96 
Elasticity over and around the instep gt eae > 
and heel. for samples. 


HIRNER HOSIERY COMPANY 


Allentown, Pennsylvania 
New York ' Chicago 
E. W. Robischon, Philadelphia Gale V. Smith, 
389 5th Ave. R. H. Aucott, 408 S. Wells St. 
Queen Lane Nat. 
Cleveland _ Bank Bldg. Savannah 
Ralph Smith, Tom Fleming, 
1426 W. 3rd St. 123 Broughton St 
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SUBDUED FANCIES 


Trend Toward Quieter Colorings and 


Patterns 


in . Men’s 


Hose 


Con- 


tinues: Light Beige and Gray 
Tones Look Like Prob- 
able Spring Leaders 


MPNSERV A- 
TIVE fancies 
probably is the best 

way of describing the big 
selling volume of men’s 
hosiery at present. Even in the 50 
cent retail numbers, there has been 
a softening down of color and pat- 
tern to a great 


Neutral tones 
promise to have first 
call. Such shades as 
biscuit, cream, natural 
griege and soft blues are 
much in the running. 
So much improvement has been 
made in the production of rayon 
yarns, that we 





extent. Colors 
are more sub- 
dued, and where 
colors are mixed, 
they are blended, 
rather than con- 
trasted. 

This general 
trend, as far as 
can be learned 
now, will con- 
tinue through 
the winter and 
on into the 
spring. Even in 





are likely to see 
even more of 
them in men’s 
hose for next 
spring, and 
among the bet- 
ter priced  ho- 
siery, too. Some 
excellent mix - 
tures of rayon 
and lisle or 
rayon and _ silk 
have been pro- 
dvced recently, 
with such a high 








golf hose for the 
spring and sum- 
mer of 1928, 
small patterns 
and plain colors 
are shown pro- 
fusely. 

While spring 
is a long way oft, 
there are certain 
color develop- 
ments that seem to indicate which 
way the straw is blowing. From 
this viewpoint, it looks as if the 
light shades of beige and gray will 
be among those very much present 


in men’s hosiery next spring. 


pany. 
jacquard 
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Two new fall patterns from the 
line of the Hirner Hosiery Com- 
At the left is an all silk 
stripe 
Spliced heel and double sole. At 
the right is a new pattern in 
rayon and lisle. 
come in a wide range 

combinations 


grade finish that 
they “look like 
real money,” in 
the opinion of 
one market ex- 
pert. Heretofore 
rayon has been 
numbers confined main!y 
of color to the cheaper 
grade goods. 

Vertical stripes 
form the bulk of the newer patterns. 
In the cheaper hose all over patterns 
are still good, but in the better 
grades the stripe effects, both wide 
and narrow, are in greatest demand 
and probably will so continue. 


number with 


Both 











Soon your aisles will be crowded 
with Christmas shoppers. Here 
we offer you just the thing to snare 
their fickle fancy. Read this ad- 


vertisement carefully. 


No. 194 makes a gift 
that is practically irre 
sistible. 


PM Callum 


Y O U Jus T K N OW 


Boot and Shoe Recorder, November 5, 192) 








»|PICOT 
I, DGE ! No. 194 


A new $3 stocking that should boost 


your Christmas sales amazingly 


E are now able to announce 
for the first time a number 
upon which our mills have been 


working all fall. 


This new McCallum stocking, 
No. 194, is truly a remarkable 
value. All-silk skein-dyed chiffon 
with a dark lavender picot edge. 
Welt and foot reinforced with silk. 
$22 a dozen, to retail at $3. 


At such a price your customers 
will take to it instantly! 


Coming at this time, No. 194 
will prove a genuine leader for 
your hosiery department. We think 
this stocking will actually be the 
strongest Christmas puller you have 
ever had in your store. 


And here are two other picot 
numbers which, together with No. 
194, will form an unbeatable 
Christmas selling team. The first 
is No. 197. Very sheer fine-gauge 
all-silk chiffon with picot top. Very 
sheer! $3.50. 

And No. 201. Exquisite! The 
ultimate in hose. The Christmas 
gift par excellence. Fine- gauge, 
filmy, sheer chiffon with narrow 
French picot top and reinforced 
foot. In all smart shades. $5.00. 

Now is the time to look over 
your stock. Make sure you have 
ordered your full supply. Later it 
may not be easy to fill your order. 
McCallum Hosiery Company, 
Northampton, Mass. 
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Co. 


Tex. 


309 W. Adams St., CHICAGO, ILL. Baker Morse 


y orp. 
o 


Ss aurtiess riosier 
Washington 


Dallas, 





. DBD. 
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HOSIERY IN ALCOVE 


Tall Wall Case Set in Archway and 
Glass Counter for Display, Forms 
High Grade Hosiery Depart- 
ment in Pittsburgh Shop; 
HEN the sec- » . 
) Sells One Brand 


ond Parisian 


how the problem was 
solved : 

Bootery was Into a high arched 
opened a few weeks ago TEES recess in the wall was 
in littsburgh, giving the fitted a large case, as 
hosiery department the proper set- shown in the accompanying pictrre, 
ting was an intricate problem. The containing forty-eight drawers. 
owners of the shop, Messrs. Levine Above was a glass front disp‘ay 
and Barack, had decided to make this space with interior lighting. In 
new show em- front was 
porium in the placed a com- 
Hotel Roose- ed bined show 
velt a real case and coun- 
salon. Shoe “ \\ ter of wood 
boxes were re and glass. 
taboo. Con- ; This is the ho- 
cealed stock ; mem} siery depart- 
was the big ment— small, 
idea. But , é' . compact, neat, 
would it work iS unobtrusive, 
in hosiery? , yet breathing 
You may be % an elegance in 
able to sell ‘“ keeping with 
shoes in a ; the rest of the 
French draw- ; store and 
ing room, ; : . forming a pic- 
with no more se ture that the 
shoes visible amet i} casual cus- 
thanone could : tomer cannot 
see in the ; miss. 
average Wwo- . Only one 
man’s bou- brand of ho- 
doir, but siery is car- 
EE ried and each 





ing hosiery on pair is in- 
this plan seems out of the question closed in a glassine envelope, insur- 
yet. The problem was, to get a set- ing perfect condition and no soiling 
up for the hosiery department that in handling. Two prices, $2.95 and 
would not be obtrusive, and yet $3.95, are featured, according to 
would bring the idea of hosiery to Miss J. B. Nixon, the pretty miss, 
the attention of customers. This is who manages the department. 
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brown 

plied to 
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Mrs. Frank C. Henderson, 
“the most expensively 
dressed woman in the 
world,” caused a near sen- 
sation recently upon her ar- 
rival in New York from 
Europe, by appearing, as 
she left the “Berengaria,” 
in these oversocks of her 
own design, worn over silk 
stockings and with fanc\ 
street shoes and costum 















Two new all wool 
numbers for win- 
ter, from the line 
of Westminster, 
Ltd., New York 
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‘An interesting dia- 
mond pattern in 
rown on beige, ap- 
plied to a light weight 
wool sport hose for 
women. Courtesy 
Krueger-Tobin Com- 
pany, Inc., New York 


At the right—In the de- 

velopment of finer ho- 

siery the Conrad Hosiery 

Company is producing 

this 51 gage stocking 

with a French clock and 
picot edge top 


One of the newest 
of the Van Raalte 
numbers, a 51 gage 
all silk stocking, 
with a fancy French 
clock and “eve- 
ning” heel 





Our new 


VUINTED YEEL 


Wile unexcelled to retail at ¥ We) | 
Pure silk~ Lightweight ow 


cult 


hosie¢ 


for IMMEDIATE ket ; 
DELIVERY 


IRON CLAD 


No. 811 is our new ‘‘pointed 4 ° 
heel’ circular knit style made conil 
of pure silk in light service 

weight. It is silk to the hem or 
and has a mercerized top, fash 

ion marks, four ply heel ; mot 
toe, and double sole. i 

style is made with the . 
patented improved heel and tor Ame 
which assures a perfect-fit foot 

smooth toe, and non-wrinkle duce 
ankle. Comes in 


eal : 


well- 
these 


Atmosphere | hosie 
Champagne 


jum] 


Grain 
Parchment Sandust 
Rose Blush Moonlight om 
Gun Metal gage 


Sizes 8 
te 1042 $8.00 dozen jf resul 


Order a sample dozen today p 

~ 1eT 
Cooper, Wells & Company 5 

250 Broad St., St. Joseph, Mich. finen 
Mills: St. Joseph, Mich. and 

Decatur, alabama. ing 

soug 

mat 


mill 
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FINER THE BETTER 


Forty-one to Fifty-one Gage Hosiery 
in Limelight; Dark Tans Selling 
Now with Grays and Light 


EEPING up 
K wite the de- 
mand of women 
for finer and still finer 
stockings is a most diffi- 
cult task. With 41 and 45-gage 
hosiery rapidly coming into the mar- 
ket as “the” thing wanted by the 
well-dressed American woman, and 
these gages be- 
coming more 
com- 
several 
pro- 


or less 
mon, 

American 
ducers of fine 
hosiery have 
jumped to 51 
gage with good 
results. | Hos- 
iery of this 
is be- 


Conrad 
fineness Company 
ing actively 

sought in the 

market and 

mill production 

is well sold up. 

Coincident with the development 
vf demand for still finer gages is 
the growing in favor of ingrain dyed 
hosiery. As against dip dyed, in- 
grained dyed hosiery costs on an 
average of about $1 more, but ex- 
perience seems to prove that women 
will pay it readily in order to get 
what they want. Ingrain dyeing 
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Shades Touted for the 


Spring Season 


“GE NSY 


The new 51 gaye 
hose produced by 
Hosiery 


does nothing to the 
stocking except to 
improve its appear- 
ance, in comparison 
with a dip dyed hose, but 
it is appearance that women are will- 
ing to spend their money for these 
days. 

Colorwise, as the fall and winter 
season progresses, the darker shades 
of hosiery gain ground. The soft 

tanny browns, running into some 

fairly dark shades to match the 
brown suéde shoes, are selling 
extremely well. Gun metal 
and dust particularly are 

\ well up in the front ranks 

of sellers at present, ac- 
N cording to reports 
from the leading pro- 
ducers and _ retail- 
ers who check 
their color 

sales. 
Castieg 
a prognosticat- 
ing eye toward spring, 1928, there 
is every indication of a return of 
the light shades in women’s hose. 
Gray is being watched closely. There 
are signs and portents that gray 
hosiery will be much in demand 
when the leaves begin to shoot 
again. It may not be the gray we 
have seen in the past; in fact, it is 





Fleur Lys 


HEEL 


Beautifies and Glorifies the 
Ankle of the American Girl 





Place CHRISTMAS BUSI- 
NESS NOW! 


Color Card sent on request. 





















































HIS is the psychological 

moment to adopt our 
Style Program of Women’s 
Silk Hosiery. Smart Wo- 
men are tired of plain chif- 
fon silks. Their demand is 
for something different. The 
K-T-C collection of Chiffon 
Jacquards hits the Bulls Eye. 








No. 911—A Pure Dye _ all-silk 
chiffon stocking, with interlined 
lisle top and sole, featurine the 
Fleur-de-Lys solid silk heel. 
Fully protected by Patent Rights. 
A Quality Stocking—price $22.75 
per dozen. Suggested retail price 
$3.00 a pair. 








No. 912—Three thread 48 gauge, 
Ingrain Silk Stocking, with Fleur- 
de-Lys Heel. Price $32.50 per 
dozen. 


No. 901—Picot top, all-silk, pure dye narrow Jacquard clox, 
$22.50 per dozen. 

No. 902—Picot top, all-silk, pure dye wide mesh Jacquard clox, 
$22.50 per dozen. 

No. 990—Picot top, all-silk, Paris Jacquard mesh, $30.00 per 
dozen—Super Quality. 

No. 991—Picot top, all-silk, Paris Jacquard mesh, with clox, 
$34.50 per dozen—Super Quality. 


Immediate delivery in the latest Parisian colors. 


O86. U. ©. PAT.OFF. ( 


KRUEGER-TOBIN CO., Inc. 
15 East 30th Street, New York City 
STYLE ORIGINATORS AND SPORTS HOSE CREATORS 
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more likely to be a beige gray, as 
distinguished from the gray beiges. 

Another budding shoot that may 
develop into a fairly lusty flower be- 
fore the summer of 1928 is over is 
a trend toward very fine lisle 
hosiery. Fine gage lisles, principally 
for sports wear, have been merchan- 
dised fairly successfully for a couple 
of years. More people are inter- 
ested in them now, and the big im- 
porters are all watching the situation 
closely. These lisle hose are 
likely to show up best in the soft 
pastel shades, and most of them will 
be made with French or embroi- 
dered clocks or some other decora- 


fine 


tion. 

A number of lines of fancy sport 
hose for women for 1928 are on 
view. In figured hose either of lisle, 
mixtures of cotton and silk or light- 
weight wools, the light tan shades 
with small patterns, predominate. 
These patterns are mainly varia- 
tions of the diamond theme, several 
of them being arranged so that the 
diamonds work out in reptile pat- 
terns. 

To return to current conditions, 
the full-fashioned silk hosiery mar- 
ket has struck an even keel. The 
price readjustments, begun in Sep- 
tember, have been completed. Most 
of the larger producers have put out 
new price lists, which seem to aver- 
age around 50 
cents a dozen 
cheaper than 
the price lists 
heretofore pre- 
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vailing. This is not enough of a cut 
to make any difference in retail 
prices; in fact, if retail prices will 
be maintained on the old basis every- 
body will be much better off. There 
is plenty of evidence of the fact that 
women are willing to buy better 
hose and to pay full prices for them. 

The question of colored heels is 
becoming less important, but it may 
revive when the spring season gets 
really under way. For the present, 
black heels on gun-metal or dust 
appear to be providing the bulk of 
the colored heei business. Black or 
colored heels on light colored hose 
cut a comparatively light figure. 
Several of the fancy shaped heels 
have made a definite place for them- 
selves and may be classified as semi- 
staples, at least, although they do 
not provide any large volume busi- 
ness. Self-color pointed heels, es- 
pecially those having a slenderizing 
effect on the ankle, have been good 
sellers for some time. 

It is altogether likely, however, 
that rather than heels or 
other unusual embellishments, will 
be the principal feature in spring 
In this connection the ex- 


color, 


hosiery. 
pected demand for garments and 
shoes in the extremely light beige 
tones indicates a demand for hosiery 
in matching and blending shades. 
In this connection, there is a dis- 
tinct movement 
toward a closer 
blend or match 
between ho- 
siery and shoes. 





‘They said ‘| 


but here are the three wanted 


ODAY in hosiery it’s not what you sell women, it’s 
"ae they'll buy. Style is imperative! \WWomen demand 
an over-the-knee length of silk . . . agracefulheel ... a 
slipper sole that does not show above low-cut shoes. But 
they will be absolutely astounded to find you offering 
these three features in a hose at one dollar. 


Buster Brown Hosiery offers sales and delivery service 
that makes profits certain for your Hosiery Department. 
Overnight replacements from a nearby distributor’s ware- 
house enable you to keep your stock fresh and new, and 
eliminate losses caused by over-buying. 


Ask your Distributor to show you these new $1 numbers 
immediately. Style 625—Ladies’ pure silk dollar hose. 
Style 634—Ladies’ all-over thread silk plated dollar hose. 
Style 635—Ladies’ over-the-knee thread silk plated dollar 
hose. Style 637—Ladies’ pointed heel thread silk plated 


dollar hose. 


If you cannot secure style desired from your nearest 
Distributor, write Amory, Browne & Co. direct. 


Sole Selling Agents: Amory, Browne & Co. 


NEW YORK BOSTON 


BUSTER BROWN 


WITH JUST THE STYLE AND UTILIT) 


Boot and Shoe Recorder, November 5, 1927 























Hosiery 


ITMTURES THAT MEAN FAST TURNOVER 
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Manufacturers 


— Regular weight. Silk with cot- 


Style 265- ton tops and feet—for the con- 


servatively inclined woman who demands the 
utmost in wearing qualities. 


a Retailing at $195 
Style 505—Chiffon weight. The newest 


_.Onyx Pointex number—beauti- 
fully sheer, silk to the very top with mer- 
cerized cotton feet. Retailing at $185 


Style 750-ifon weigh 


Onyx & 








Silk Stockings, made by Gotham in Onyx mills. 
comes the fact that the stockings are so good—beautiful and depend- 
able and made in a wide and modish color range. 

Order these Onyx exchange privilege numbers today- 
in your selection. You'll never have to keep a slow number on 
your shelf—or mark it down to move it. 


GOTHAM SILK HOSIERY CoO., 
389 Fifth Avenue, New York 
Mills at Philadelphia, Dover, Passaic, Wharton and New York 





Sih Stockings 


E cut out the gamble when we say that if any of the Onyx 
Pointex Silk Stockings listed here do not move quickly- 
you may exchange without delay for numbers that do. 


The Gotham Merchandise Exchange Plan is only one reason for 
the high standing with the merchants who handle Onyx Pointex 


First, of course, 


with all confidence 


INC. 


These are best sellers everywhere ! 


47—Chiffon weight. Silk to the 
Style 541- hem with cotton welt and feet 
—a smart, trim, style stocking ata price made 
possible by quantity production 


a Retailing at $165 
Style 707 —Service- Sheer. Silk to the hem 


with durable, mercerized cot 
ton tops and feet. Sheer enough for smartness 
strong enough for wear Retailing at $785 


Silk from top to toe. An ideal stock- 
ing for be woman with one eye toward all-silk smart- 
ness and the other toward economy. 


Retailing at $200 


5 Pointex 


Fonte Reg US Pen Oliee Pee Says 2h tote 
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SHOES -HOSE BLEND? 


Delman, Shoe Stylist, Advises More 
Matching of Shoes and Hosiery 
and Less Contrast Between 











: Them Than Exists at 
MATCH, 
or at least a 
close blend of 


Present Time 
color in hosiery and shoes, 


ae Fa) a 
rather than the contrast 


and gold shoe bro- 


Delman recom- 


mends moonlight chif 
fon hosiery; the yellow- 
ish glint through the silvery 


that has prevailed for several sea- gray of this stocking shade makes 
sons is being advocated by Delman, an effective “monotone” leg pres- 
New York shoe stylist, and is well entation. Again, with the silver and 


illustrated in his 
traveling display 
of shoes and 
hosiery now on 
a tour of some 
30 American 
cities. 

The highlight 
of the Delman 
mode in evening 
shoes for Fall 
and Winter wear 
is the Paisley 
brocade. For in- 
stance, a favorite 
is the new gold 
and silver bro- 
cade in the one 
strap pattern, 
with 20/8 heel: 
or in the “‘Fione,”’ 
center strap; or 
in the Priscilla 
model, the latter 
ofttimes empha- 
sized by a high- 
standing, fan- 
shaped, decora- 
tion at the throat, 
and always a 


A Delman interpretation of 
the correct footwear vogue 
in the new “matching” of 
shoe and hosiery. The shoe 
is developed in silver and 
gold brocade and takes for 
its complement moonlight 
graceful vamp chiffon hosiery. The gown 
trim. With this is in the new ivory jade 
pattern of silver shade. 
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gold brocade ; or 
with the brocade 
in which silver 
or gold is used 
as a base for the 
relief of brighter 
tones, either the 
moonlight, or the 
Vida shade in 
hosiery is a 
pleasing compli- 
ment; the Vida 
as interpreted by 
Delman is one 
of the nude 
shades. Flesh and 
blossom (the 
latter a shade 
between a silver 
and a pink), are 
also suggested as 
the right hosiery 
“match” for a 
Paisley brocade, 
with silver or 
gold bases. For 
a black or gold 
Paisley brocade, 
or a black, and 
silver, or the rich 
browns, with 
golden glints, 
and many of the 








con 



































nev 
whi 
bec: 
GOLD MAID HOSIERY 
bro 
° —e 
with STEEPLE HEELS f].: 
wh 
dai 
A new and distinctive = 
. F . - ‘ AOS 
achievement in CHIFFON oil 
HOSIERY designing — that silv 
gives ankles a slim and slender a 
appearance. A new Gold cad 
Maid number gaining rapid = 
ak 
favor. “m: 
TO RETAIL AT Z 
Vi 
95 blos 
° tan, 
gra 
gov 
may 
the 
All the New, Authentic Winter Shades my | 
blen 
Sheer, exquisite quality, of pure a 
thread silk always associated with she 
Gold Maid Hosiery, in 45 gauge, hos 
all silk from toe tip to top, with silk tah 
plaited sole. ion, 
each 
his ¢ 
No. 50...$15.50 doz. wn 
wee 
Samples and Color Card Sent Upon Request long 
the | 
GOLD MAID HOSIERY ms 
“mai 
Sole Distributors: - 319 West Jackson Blvd., CHICAGO with 
of t 
mod 
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contrasting nasturtium tones, the 


new “Souris” shade in chiffon, 


which was so named by Delman, 
because it is the exact color of the 
brown coat of a mouse, is effective 
—especially is this true with Del- 


man’s shoes, 
which are 
daintily piped 
with gold kid. 
Rose tones 
with gold and 
silver form 
interesting 
Paisley bro- 
cades, and 
these shoes 
take as their 
“matching” 
hosiery: 
moonlight, 
Vida, flesh, 
blossom, pink 
tan, or opal 
gray, as the 
gown shade 
may influence 
the harmoniz- 
ing shoe and 


stocking Beautification of 


125 


man advises his salesmen to ascer- 
tain if possible is the color of the 
gown. Delman says that with black 
shoes, such as black moire, black 
velvet, black satin, black suéde; 
“Souris,” with its grayish brown 
tones, ex- 

cellent — thus 

would a gown 

shade be pos- 

sibly blended. 

Souris, as 

well as Sahara 

Sand and Ele- 

phant’s hide, 

both gray 

shades, are 

correct shades 

to wear with 

black — shoes. 

Gun metal 

very good 

says Delman, 

but not 

good as in 

previous 

years. 

For 


1S 


1S 


as 


blue 
shoes, either 


the knee is the all in one 


blend. 

The names 
of the various 
shades in 


thought back of this “Nee lace 
Clox” number in semi-service 
weight just introduced by Mock 
& Judson, In¢g., 212 Fifth Ave- 


color, or blue 
with gray, 
lizard trim, 
Souris, with 


hosiery are 
not particu- 
larly important, in Delman’s opin- 
ion, for each manufacturer, and 
each retail shoe merchant, may have 
his own name. The idea to bear in 
mind is that sharp contrasts be- 
ween shoes and hosiery are now no 
longer good, and that aside from 
the light hosiery shade for the even- 
ing, the darker shades of hosiery, to 
“match,” instead of contrasting 
with the shoe, are the “smart” note 
of the Fall and Winter footwear 
mode. Another point which Del- 
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nue, New 


York. its grayish- 
br won 
“matching blend good in_ ho- 
siery, but never blue hosiery, as 
this strikes too “strident” a color 
chord. 

Also in the brown gray shades are 
Mecco, Cairo, and mushroom (the 
latter shade a little darker than the 
Cairo color.) Darker shades of 
brown hosiery, to match the darker 
shades of brown predominating in 
the Fall footwear colors, are sug- 
gested by Delman, as being safe 
“buys” for the merchant. 


0 


1S 








Whose little toes : / 


are these y 4 

the 

je may be Jane Doe’s or Mrs. Richard cha 
Roe’s, but hundreds upon hundreds of = 
feminine feet go seeking Vanity Fair Hose WE 
every day. the 


are 


The name Vanity Fair—long the leading name 
in glove silk underwear—is fast becoming pen 


Son 
noti 
met 
We carry an in-stock line of twelve styles of and 
women’s full fashioned silk hosiery in a full rap) 
range of the season’s colors that are in the mode doz 
and correct. they 


equally famous for hosiery. It can be joined 
with your good name to mutual advantage. 


Details of our sales plan on request—gladly and in t 
promptly. then 

time 
ovel 
and 


sier 
suck 
trac 
: a they 
VANITY FAIR SILK MILLS x ofic250Maticn soe OS 
7 ~ 
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PROFTTS 


Meyer Says Hand Bags Help Pay 


lectric Lighting 
Bills 


“7 AM aware of the fact,” says 
T Frank P. Meyer of Danville, 

Ill., “that pocketbooks in shoe 
stores are not a new thing, but I 
am confident that 95 per cent of 
the retail shoe mer- 
chants doing from 
$30,000 to $100,000 a 
year do not sell them 
Why, I wonder, when 
the profit possibilities 
are so obvious ? 

“This is how I hap 
pened to get into it. 
Some six months ago I 
noticed an advertise- 
ment about pocketbooks 
and I had my stenog- 
rapher write for a 
dozen samples. Instead 
they sent thirty-six. 

“We placed them on our counter 
in the front of the store and sold 
them out in less than three weeks 
time. Since then we have averaged 
over a dozen pocketbooks a week 
and are continually reordering. 

“They are easier to sell than ho- 
siery. I believe that the odd price, 
such as $4.95, $5.95 and $6.95, at- 
tracts the eye as the customer knows 
they are a sideline and thinks they 
are cheaper in the shoe store than 
elsewhere. 

“It is absolutely necessary that 
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Frank P. 
shoe trade, 


POCKETBOOKS 
























Meyer, the old reliable war-horse of the 
who preaches the gospel of extra profits 


on accessories 


every retail shoe merchant have 
some accessories to sell. The sale 
of hose, without a doubt, should pay 
the rent and pocketbooks will help 
pay the light bill. It will not be 
long before we have to add other 
lines to help cover our overhead.” 

The experience of Mr. Meyer, 
himself one of the very able retail 
shoe merchants of the country, is 
typical of those stores which have 
tried a similar experiment. 

The things to be kept in mind in 
connection with this form of special- 








oA n Ideal 


full-fashioned group 
for Shoe Stores! 


FL VERWEAR now presents a timely, up-to-the- 
minute group of full-fashioned styles that are 
ideally adapted to shoe store needs. They meet the 
big “highspots” of popular demand, and retail profit- 
ably between $1.50 and $1.75. 

For special needs Everwear offers numerous other 
full-fashioned styles, also a complete, semi-fashioned 
line. 


For chiffon demand 


No. 3100 for $13.50. Fine quality all silk with a 
special inside foot reinforcement. 


For medium weight service demand 
No. 12 for $12. All silk to the top with a mercer- 
ized foot and double strength toe. 
No. 39 for $13.50. All silk with a service silk plaited 
foot. 


No. 34X for $11.50. Fine silk with a mercerized 
lisle top and four thread heel and toe. 


For the heavier service demand 


No. 29X for $13.50. Fine, strong silk with mercer- 
ized lisle top and four thread heel and toe. 


For a superfine stocking which may be profitably re- 
tailed at $2.95 a pair, No. 59 for $22.50. Finest 
quality heavy weight silk from top to toe. 


Start bringing down your hosiery investment to the 
minimum by ordering this complete group of full- 
fashioned hose direct from the factory. Wire or 
write. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


MILWAUKEE, Wisconsin 
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ty merchandising terms because of 
are these: the little effort 

First — Stock and expense in- 
only a small quan- volved in selling 
tity. , them. 

Second — See And don’t for- 
that the leathers get that they make 
and colors match excellent Christ- 

ar ize Wi : 
or harmonize with mas merchandise. 
those in your foot- ; 
aiae stock However, don’t 

Third— Display try to do a big 
them prominently, hand-bag business 
preferably where ona half dozen 
they can be picked bags. You needn't 
up and examined [zoe . \ 3 try to compete 

I let SD : | 
by the prospec- is ae Dp kD GES with the depart- 
tive buyer. Vine Oe aa ment store, but 

Fourth — Price ; you do need a 

lainly. s . ‘ fairly generous 
them plainl} : The kind of hand-bag that sells well hs ge = 

The initial in- : deg DT ings eee gh assortment. Get 

im a shoe store, composed of a com- : 
vestment need not oe - a wee, 7 a sufficiently va- 
TI bination of those two popular ma- tall ateall - 
“it “oe ‘Il } . terials, black antelope and real snake, 5 seer ry “a 
ane — wi q a perfect complement to the black the Tr Ge 
low. TOSS am suede shoe. Courtesy of Friedman- een. ry to 


net profit are al- Steinman, Inc.. New York. have them distine- 
most synonymous tive. 
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This well dressed window walked away with first prise in the recent Lady Carlton 

window display contest, in which there were 254 entrants. It was dressed ae <. ¢. 

Gayle at the Cain Bernkoff Company's store in Corning, N. Y. Second prise was 

awarded the C. C. Anderson Company, Pueblo, Colo., and the third prize went to 

Miller, Rhoads & Swartz, Norfolk, Va. Mr. Gayle’s window shows an interesting 
combination of merchandise and placards. 
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, “¢ 
o . . 
The Seven-Point Romilla Franchise | / 
A Merchandising Plan in t 
Setting Unsurpassed Standards of Service po 
.in the Hosiery Field pony 
. We make daily shipments to fill in your stock. = 
I : 
. We exchange colors at any time to keep your stock 100% rece 
perfect. You need carry no dead colors or slow-moving = Boy 
numbers. of 
. We give full credit for Romilla Hosiery faded through Shr 
display, thus saving you the usual loss of profit on “Seconds.” = 
. We operate a Repair Service below cost—$.25 a repair. Stre 
5. We supply our customers Dealer Helps free—effective “ 
window and counter cards, also mats, and copy for news- ‘flas 
paper advertising. Mr. 
ee tinu 
. We can arrange for your territorial protection. like 
. You can return our line after a trial period to be de- of 
termined by consultation with us. This absolutely sier} 
eliminates all risk on your part. If for any reason you do 
should wish to discontinue our line, you do not have style 
to take any markdown or loss. men, 
The Romilla line, comprising ten numbers that er 


fulfill every conceivable hosiery requirement, fran 
and including the remarkable new “Silhouette” We 


heel, stresses busi 


“Features at Popular Prices” the 


Full-Fashioned Hosiery Exclusively 


The Miller Hosiery Company, Inc. 


330 Fifth Avenue, New York Be 


Chicago Office—North American Bldg., State and Monroe Streets. 
San Francisco Office—51 Fremont Street. 
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SUCCESS WITH SOX 


Exclusive Men’s Store Finds Right 
Hosiery Pays a Profit and Also 
Brings Customers Back to 
Shop for Additional Pairs 
of Shoes 


CEE? 


“ HE right 
hosiery, attrac- 
tively displayed 


in the store window of 

an exclusive men’s shoe 
store, will bring new customers into 
the store daily, and will bring all of 
the old customers back for more 
pairs of both stockings and shoes,” 


of Mr. Boyle. To 
this, he replied quick- 

ly, “Oh, no. We keep 
in mind all the time the 
atmosphere of a men’s 
high-grade shoe store. The men 
just drop in here to look around. 
We make them feel at home and say 
‘Good morning,’ or ‘Good Day, Sir,’ 


recently said B. B. 
Boyle, manager 
of the French, 
Shriner & Urner 
Shoe Shop, 212 
Washington 
Street, Boston. 

“Men like 
‘flashy’ hosiery”’ 
Mr. Boyle con- 
tinued, ‘‘and they 
like new methods 
of showing  ho- 
siery. Not only 
do the ‘flashy’ 
styles appeal to 
men, but they like- 
wise meet with a 
ready reception 
from the women. 
We do a hosiery 
business here to 
the tune of $300 
a month—a_ nice 
little sweetener 
to the total trade 
volume of this 
store.” 

“Do you push 
hosiery harder 
than you do men’s 
shoes ?” was asked 














Showing how two T-bars and one 
shoe display unit are made to serve 
their purpose in the hosiery display 
pictured elsewhere in this article. The 
free ends of the two T-bars touch 
the back wall of the window and the 
bars are arranged to form a hollow 
V, the point of which is about 14 
inches out from the back of the win- 
dow. Men’s fancy hosiery is draped 
solid over the T-bars which then are 
adjusted as to height so that the toe 
of the hose just rests on the window 
floor. In the hollow, V-like space be- 
tween T-bars and the back wall of 
the window is placed the shoe display 
unit with the shoes somewhat higher 
than the hosiery. It makes a very 
effective centerpiece for a balanced 
window trim. 
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and try to get 
them interested in 
conversation the 
moment they enter 
the store. We do 
not jump up and 
say—‘ May I serve 
you?’ but we do 
keep most promi- 
nently in our 
minds the fact 
that we are here 
to sell men’s 
shoes. This is the 
first consideration. 
The second con- 
sideration is ho- 
siery. Of course, 
many men and 
women, too, come 
in for the express 
purpose of buying 
hosiery. But if a 
man states that he 
wants a pair of 
shoes—or after 
looking around, 
specifies shoes, 
we do not men- 
tion hosiery un- 
til we have sold 
lhim one pair of 











ABOUT SILK= 


JAPAN DOUBLE EXTRA IS THE FINEST 
RAW SILK USED IN THE MANUFACTURE 
OF HOSIERY 


There are three grades in this: 


JAPAN CRACK DOUBLE EXTRA 
JAPAN GRAND DOUBLE EXTRA 
JAPAN GRAND DOUBLE EXTRA SPECIAL OR TRIPLET 


The last named is the highest grade 


EMMETH HOSIERY 


is made only of 


Grand Double Extra Special 


And never of anything else. 


We could say nothing better than this about the material used. 
Wear ability of hosiery depends entirely upon the quality of 
the silk employed—therefore 
EMMETH HOSIERY IS DURABLE 
Appearance and lustre follow quality. 
EMMETH HOSIERY IS BEAUTIFUL 
ict 
Full fashioned—42 gauge and finer. Our own manufacture 


and exclusive importations. 


Prices range from $12.50 to $42.00 per doz. All latest season- 
able shades—always. 


EMMETH TEXTILES, Inc. 


Main Office and Factory 
1208-1216 Race St. Philadelphia 


. 


New York Office Chicago Office 
303 Fifth Ave. 300 W. Adams St. Bldg. 
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shoes, and suggested 
strongly the second 
pair—and then he is 
likely to buy more hosiery, especial- 
ly it he buys the second pair of 
shoes, as he needs sox to go with 
each pair. Our golf shoe with its 
adjustable “Twin Grips’ is a mar- 
velous seller, and also sells more 
fancy golf hose. As we renew the 
spikes of the golf shoes, this brings 
the men folks in again for another 
‘kit,, and this means another chance 
to sell more fancy hosiery. 

“Fancy hosiery attracts the young 
men's trade, and it is on the young 
men that the merchant selling 
men’s shoes must depend to sell 
more pairs. 

“I believe in frequent changes in 
a window display. I believe in un- 
usual displays, and I believe in tying 
up windows with current events of 
the community. In addition to a 
good window display, clever in- 
terior displays and accessible mer- 
chandise give the salespeople the 
right support to ‘put over the sale.’ 


WEN 


oe 
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For instance, while we 
give hosiery a promi- 
nent showing in our 
windows, we also place it in the 
most prominent case in the interior 
of our store. Our stock is segregated 
as to sizes, but not as to patterns. 
Therefore, when a man asks, per- 
haps, for size 11, we can immedi- 
ately take out all of the different 
patterns in the size. This makes 
for quick service. 

“We carry an assortment of fancy 
hosiery in size 12, as we find that 
there is a definite call for this size, 
and stores often lose a sale by not 
carrying a full range of patterns— 
especially is this true of fancy hose 
in the all wool varieties. In the 
winter time, size 12 is a better seller 
than size 10—therefore, a winter 
stock should run more heavily on 
12’s than on 10’s. In the summer 
time, it is safe to carry more 10's. 
Ninety per cent of my stock is on 
fancy hose. During the golf season, 
we make special showings in con- 
nection with shoes, of golf hosiery.” 


A typical French, Shriner & Urner window display 
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Let us introduce— 


“MING JADE” 


The wise little sprrir of ancient China and 
modern Hosiery, who from time to time will 
tell you what he thinks about. 


Clever people—these Chinese! 


ELLIOTT HOSIERY CO., Inc. 
258 Fifth Ave., New York 
PHILADELPHIA BOSTON CHICAGO DETROIT 








Market Picking Up 


ONDITIONS in the New York _ facturers of 45 to 51 gage hosiery 

full-fashioned silk market have are in a well sold position and the 
improved measurably in the last production of ingrain hosiery for 
month, due to the stabilization of the next few months is practically 
prices. Large producers and sellers, all under order now. 
for the most part, have come to the While prices on silk hosiery 
new price basis, and further read- have been readjusted downward, 
justments now appear to be unlike- on an average of about 50 cents a 
ly. In the finer end of the business, dozen, prices on cotton and cotton 
trade has been really brisk. Manu- mixed goods are being advanced. 


ty DeKay 
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= 
FULL FASHIONED 
“STOCKINGS THAT SATISFY” 


- 452—$16 per dozen. 
All Silk Chiffon with French Picot Edge. 
Exceptional quality and sheerness. 


No. 1900—$13.75 per dozen. 
Our Standard All Silk Chiffon with silk plated foot. 











No. 33U—915.0U per doz. 
All Silk Chiffon with Self All Popular Shades for immediate delivery 


Colored “‘New Pattern” METROPOLE HOSIERY MILLS, Inc. 
Pointed Heel. 220 Sth AVE., NEW YORK 
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DEAS CULLED FROM HERE AND THERE 





DVERTISING or display 
A that ties up with current 
news or literature alwavs is attention 
compelling. “Mother Knows Best,” 
Edna Ferber’s latest novel, was used 
effectively recently by the Gotham 
Hosiery Company in exploiting 
Gotham 400, a weight and style of 
stocking particularly adapted to 
wear by school girls. A window 
card, simulating the blue, white and 
orange jacket of the new book was 
used, and under the title of “Mother 
Knows Best,” was an explanation to 
the effect: ‘that is why she buys 
Style 400 Gotham Gold Stripe Hos- 
iery for her daughter.” Further 
reading matter tells of the good 
wearing qualities of the stocking. 

* * * 


By boxing the hose in half-dozen 
pair lots, assorted patterns, and 
quoting a reduced price on the 
boxed lots, J. G. Kahen, manager 
of the Regal store in Syracuse, 
N. Y., asserts he has built up his 
sales tremendously. Buyers of one 
pair of socks are scarce in this store. 
Another Regal “stunt” is the clip- 
ping of a number of patterns of 
socks on a board about 10 inches 
long by three or four inches wide 
and handing them to the customer 
to examine while he is being fitted 
to shoes. 

x * x 

As a means of stimulating his 
hosiery business, B. J. Boynton of 
Burlington, Vt., incloses a_ hose 
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color card which has the leading 
shades for the current month, in 
each one of his monthly statements. 
He finds his customers appreciate 
this service as proved by the many 
calls for the particular shades he ad- 
vertises at the time. 


* * * 


Decade by decade, the Terminal 
Hosiery Shop, Broadway and 34th 
Street, New York, traced the up- 
ward climb of women’s skirts in an 
effective window display. Fea- 
tured were large reproductions of 
illustrations taken from a current 
magazine article by Homer Croy. 
The first of these placards with a 
picture of a young lady dressed in 
the vogue of the early 1900s, reads: 
“Whoever Heard of Ankles Prior 
to 1907?” The second, with a pic- 
ture of women of the period an- 
nounces the “new style” in skirts in 
1907. In 1917 calves came into 
view and in 1927, knees. What will 
1937 develop? asks the last placard. 
Between the cards were hosiery 
unit displays, composed of one hose 
pulled over a form, with the mate 
draped around it. Copies of the 
magazine article, with the pages 
from which the enlarged reproduc- 
tion were taken, were scattered 
about the window. 


* * * 


Placing harmonizing shoes and 
hosiery over the newest fabrics is an 
effective display idea being used by 
Hanan & Sons in their stores. 





THE BUSINESS OF PLEASING MEN 


is simple enough 


\ll Men Ask for Is an Honest Value—and Good Merchandise 
We have two good Numbers in Men’s for You to offer Your trade. 
A Rayon Silk Hose—well made and for service at. ..$3.75 Per Dozen Ma 


A Pure Thread Silk, 12 Strand—the Best You can Sell at Ho 
$5.25 Per Dozen 


Here are Honest Values and the Best Merchandise we can make. ma 


he Herne Hosiery Malls y 8 ~ 


READING, PA. mil 
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This high grade exquisite buckle sea 

in platinoid finish is only one of Address your letters to the 

many designs in this material. we 
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Creators of Shoe Ornaments and ™ 239 W. 39th. St. ” 
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faker of from 10 to 15 
C per cent will be registered on 
spring lines of imported lisle and 
wool hose; according to Sidney L. 
Mayer, president of the Triple A 
Hosiery Company, who recently re- 
turned from a visit to the primary 
markets abroad. Advances in raw 
cotton prices, he explained, are re- 
sponsible for the rise in cotton 
hosiery prices, while wage increases, 
particularly in the English knitting 
mills, account for the higher cost 
of woolen hosiery. 

The Textile Color Card Associa- 
tion, in cooperation with the Na- 
tional Hosiery and Underwear 
Manufacturers Association, has just 
issued the Second Edition of the 
Standard Hosiery Color Card of 
\merica. Since issuing the T[‘irst 
Edition in 1925, the Association has 
created and issued season hosiery 
colors, forecasting the fashionable 
shades for spring and fall. The new 
edition contains eighty-eight colors 
—portrayed in silk knitted tubular 
fabric. The original sixty-six stan- 
dard colors on the First Edition 
remain unchanged, and to these are 
added twenty-two colors, all but one 
of which have appeared on various 
season hosiery cards, and through 
their popular acceptance have be- 
come sufficiently staple in character 
to entitle their incorporation in a 
standard card. 

The Dexdale Hosiery Mills, 
Lansdale, Pa., opened a_ retail 
hosiery store in Washington, D. C., 
Oct. 19, in the new National Press 
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HOSIERY MARKET CHAT 


“GpSIRED” 


Building. This store is the fourth 
which the Dexdale Hosiery Mills 
have opened in cities which have 
heen selected for their importance 
in influencing the style preferences 
of American women. Similar stores 
have been established in New York, 
Philadelphia and Miami. Every de- 
tail of the store has been worked 
out from the standpoint of conve- 
nience to the customer. Merchandis- 
ing features which include a special 
(lye service and a convenient repair 
rervice add to the attractiveness of 
the appeal which this splendid new 
store will make to Washington 
women. 


Announcement is made of the 
formation of the firm of Ducore & 
Milstein, manufacturers’ agents of 
fine full fashioned silk hosiery, with 
offices located in Room 262 of the 
Fifth Avenue Building, 200 Fifth 
\venue, New York City. Jerome 
Milstein was formerly connected 
with the New York office of the 
Realart Silk Hosiery Mills. The 
new firm is selling the jobbing trade 
and large department stores. 


The Finery Silk Stocking Com- 
pany is distributing a booklet to in- 
terested retailers—regarding their 
newly created Stock Level Plan. The 
plan is thoroughly explained, with 
charts and actual figures—and ac- 
cording to the book a number of 
retailers handling FINERY are 
getting rapid turnover on a small 
initial inventory—by working under 
the plan. 














BESIDES 


No. 600 URTHER forward in this 
ALL - SILK CHIFFON Pon Frank P. Meyer, one of 

the best known shoe men in 
| the country, says hosiery is paying 
his store rent and handbags a part 
of his electric light bills, and he is 
looking for other accessories to take 
care of the rest of the overhead 
family. One of the leaders in the 
handbag trade says that the trouble 
with most shoe merchants who want 
to handle bags is that they try to 
order in half-dozen lots. This man 
says it is useless to try to merchan- 








“Shadowettes,” the new- 
est hosiery conceit de- 
veloped by Lee & Cowan, 
New York. Made of 


$12 per dozen black paper with a glue 

















back, cut out by dies in 
the six figures shown, 
Look at these features: hen ee patted Geecty torie 


on the bare leg and worn peri 


Silk to the top. under sheer hosiery. The It 


42-gauge—5 strand. best effect is achieved hand 
with gun-metal or dust in st 


293 inches in length. | tones in stockings. merc 


dise 


hags 


Fine lisle foot with toe- | bag 
is in 
guard. | ® . hand 
Narrow sole and heel. | | Or 

is do 


IMMEDIATE DELIVERY | — 
Send Sample Order | muff 

and Save Time weari 

houg! 

porte: 

J. R. BEATON CO., Inc. | ton 
468 Fourth Ave., New York A 


CHICAGO BOSTON he ha 

227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE a mon 

. 246 Peachtree Arcade Terminal Sales Bldg. beside 
SAN FRANCISCO 
133 Kearny Street 
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HOSIERY 


One of the new- 
est of the two- 
tone black ante- 
lope bags with 
imitation amber 
franie. Cour- 
tesy of Stone 

& Gropper, 
Inc, Newer 
York. 


dise bags with a stock that inven- 
tories anything less than $200. Ex- 
perience seems to bear him out. 

It is not necessary to plunge on 
handbags, but a decent assortment 
in stock is essential. Right now any 
merchant who has 50 or more hand- 
bags in the wanted antelope leathers 
is in luck—and he won't have the 
handbags very long. 

One Fifth Avenue shoe merchant 
is doing a dandy business in those 
new printed or painted square silk 
mufflers that the young girls are 
wearing so profusely this year. He 
bought a fine selection from an im- 
porter and with no more exploita- 
tion than window display, already 
has sold five dozen of them, at prices 
ranging from $5 to $8 apiece—and 
he has had them in stock less than 
amonth. There are a lot of things 
besides hosiery that can be handled 
easily and profitably in your hosiery 
department. 
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Newest 
Self Color 
DELITE HEEL 











A Brand New 
Heel Design 
$15.50 


An AIl-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 
Manufactured by and licensed to 


Oscar Nebel Co., Hatboro, under 
patent No. 1,111,658 


ROSENHAIN CO., Inc. 
220 Fifth Ave., New York 


Grosaine Hosiery 














| ARKWOOD,. 


“\up-10! 





THAT 

“ Vv ” 

SHAPED 

TOE REIN- 

FORCEMENT : 

THAT GIVES FASHIONED 
EXTRA WEAR THROUGHO! 


“Danced the Night Thru—Hose Like New" 


LARKWOOD “VAMP-TOE” ALL SILK HOSIERY 
CHIFFON AND SERVICE WEIGHT 
TO RETAIL AT $1.95 


STYLE No. 500 CHIFFON STYLE No. 800 SERVICE 


LARKWOOD PAISLEY BAND 
(Regd. U. S. Pat. Off.) 
Manufactured by 


REALART SILK HOSIERY MILLS 
6020 Palmetto St., Phila., Pa. 
JOHN C. LARKIN, Director of Sales 200 Fifth Avenue, New York 
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